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TAYLOR RENEWS FIGHT 
AGAINST THE BROKER 


Wants Companies to Restrict 
Business to Qualified 
Agents 


GREAT MENACE 


IS SEEN 


Believes Prompt Action Is Necessary 
for the Sake of the Professional 
Life Underwriter 


Philadelphia, a 
member of the firm of C. B. & H. M. 
Northwestern 


C. Burgess Taylor of 
Taylor, general 
Mutual Life, 
cussion by the resolution he introduced 
at the convention of the National Asso- 
‘iation of Life Underwriters at Atlantic 


agents, 


created considerable dis- 


City condemning the practice of accept- 
ing insurance from brokers. He took 
the position that this robs the profes- 
sional life insurance man of the fruits of 
his labor. The resolution declared that 
ompanies indulging in such practice 
should discontinue it and accept business 
only from their own agents except in 
case of legitimate surplus business. 


Effect on Agency System 


Mr. Taylor has elaborated his views 
to some extent, believing that the recent 
action of the Metropolitan Life in plac- 
ing group insurance with the General 
Motors Company by home office offi- 
cials without paying a commission to 
agents points to a practice that if con- 
tinued will eventually mean the de- 
struction of the agency forces. Mr. 
Taylor takes the position that agents 
only in the professional class should be 
allowed to solicit. In discussing the 
brokerage system and its effect on the 
professional life insurance salesman, he 
Says: 


Danger of Another Upheaval 


Thoughtful life insurance executives 
and observing general agents and man- 
agers are beginning to give expression 
to fears that the institution of life in- 
surance, as a result of practices that are 
developing in home offices and methods 
used in the field, is in grave danger of 
another upheaval that will shake the 
public faith in the splendid reputation 
which life insurance companies have 
built up since the New York investiga- 
tion in 1905. So persistent is this sen- 
timent that the secretary of a_ well 
known company in a public address re- 
cently made the following statement: “I 
am convinced that many of the evils 
which have become a part of our busi- 
by common usage must be cor- 
rected if we are to continue to hold the 
confidence of the public.” 

Wild Scramble Deplored 


ness 


The president of an equally reputable 
company in an address delivered to a 
great convention of life underwriters 
that has provoked wide comment stated 
that: “There seems to be a wild scramble 
on for size, for prosperity, for power, 
compared with which the pre-Armstrong 
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BEHA IS CONSIDERING 
GROUP POLICY PLANS | 


NO CHANGES MADE AS YET) 


Held Re- 
garding Expense Loading and 


Further Conferences to Be 


Commission Scale 


The week brought forth no startling 
developments in the group situation 
which remains as it has been since Dec. 
23, when the Group Association, follow- 
ing a conference with Superintendent 
Beha, drew up and passed a resolution 
that on all future group involv- 
ing 10,000 or more lives, the companies 
will include a regular commission charge 
in the basic premium rates offered all 
policyholders. On such large cases 
there will be no mere refunding of un- 
paid commissions in the form of addi- 
tional dividends, a _ practice which 
Superintendent Beha himself first author- 
ized under certain conditions in a let- 
ter sent the Travelers last August 


cases 


Now Held Undesirable 


Since then he has comes to regard it 
as undesirable because it results in vir- | 
tual discrimination between policy hold- 
ers of the same class. This resolution 
of the group association has been sent 
to the state insurance department, which 
will no doubt make a ruling soon in 
regard to the matters covered by it 
in order to clarify the entire group situa- 
tion. But it is possible that this ex- 
pected ruling, when and if made, will 
not the recent stormy incident in 
the group field, for it is understood that 
Mr. Beha called upon the Metro- 
politan for the details of its contract in 
the General Motors case which he prob- 
ably intends to review. 


close 


has 


Comments on Charges 


During his conference with the group 
executives Superintendent Beha insisted 
again and again that under the ruling 
set forth in his letter to the Travelers, 
commissions could only be refunded if 
proper charges were made for the time 
and the work of home office officials | 
in cases written overhead. At the time | 
he dryly remarked that he would see to 
it that such charges were not too much 
in excess of the commissions that would 
ordinarily have been charged on such 
cases if written through an agent or 
broker. Whether any home office 
charges are included in the General Mo- 
tors contract is not known as yet and 
it is still more a question what will be 
done if no- such charges are included in 
the contract. As the General Motors 
case is no unique and isolated phenom- 
enon so far as refunding of commissions 
is concerned, it may be that the super- 
intendent will feel compelled to review 
some other large group cases written 
involving more than 10,000 lives. 


racers were pikers,” and in this address 
he quotes 
veteran officer of one of the finest com- 
panies to the effect that: “The adoption | 
of cut rates for special policies; the | 
race for dividend payments, regardless; 
the rivalry for volume; the wild specu- 
lations in stock for control of companies, | 
all calculated to make the conserva- 


(CONTINUED ON PAGE 9) 
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of 


| includes 
| more 


| lines more than substantial. 


with unqualified approval a | 


| TRAVELERS HAS PASSED 
BILLION DOLLAR MARK | 


BIG GAINS SHOWN LAST YEAR | 


Additions in Casualty and Fire Branches | 


Were Notable—Premium Income 
Over $160,000,000 


joined the 


The Travelers in 1926 
charmed circle of “billion dollar life 
insurance companies,” it was revealed 
with the publication of the preliminary 


of business done during the 


New 


company 


life business obtained by the 
was in excess of $1,021,000,000, 
a gain of $39,650,000 over the figure ol 
1925 Only two other companies be 
fore this year have been able to report 
new paid life insurance of $1,000,000,000 
in one year 

Corresponding gains in all of the gen 
eral classifications of insurance also were 
the company and its two 
subsidiaries, the Travelers Indemnity 
and the Travelers Fire 


Big Gains Are Shown 


The paid premiums of 1926 and the 
gains over 1925 in the various 
fications were: 

Life premiums, 
$10,050,000, 

Accident and health premiums, 
070,000, a gain of $1,020,000. 
Liability premiums, $6,360,000, a gain 
$930,000. 

Automobile casualty premiums, 
330,000, a gain ot $2,210,000 

Compensation premiums, 
a gain of $2,530,000, 

Plate glass premiums, $920,000, a gain 
$43,000. 

Boiler premiums, $840,000, a gain of 
$20,000. 

Machinery, fly wheel and miscellane- 
ous premiums, $500,000, a gain of $83,- 
000. 

Burglary premiums, $2,500,000, a gain 
$350,000. 

Automobile fire and theft premiums, 
$1,140,000, a gain of $650,000. 

Fire, tornado and miscellaneous pre- 
miums, $6,250,000, a gain of $5,520,000. 

Total premiums for the Travelers are 
more than $160,840,000 and total gain 
$23,450,000. The total income, which 
earnings on investments, 
than $170,960,000., 


classi- 


$83,830,000, a gain of 


$14, 


$21,- 


$22,800,000, 


of 


is 


Extensive Auto Business 


The big aggregates in the two major 
lines of casualty insurance, automobile 


|}and workmen’s compensation, are con- 


sidered impressive and the gains in both 
When the 


automobile fire and theft premiums are 


| added to the automobile casualty insur- 


ance figures the income from automo- 
bile business is brought up to $22,470,- 


| 000. 


The premium income of the Travelers 
Fire, which began issuing policies in 
1925 but did not get underway in its 
various lines and throughout the coun- 
try till 1926, totals over $7,600,000. 

The gain in accident and health busi- 
ness is better than $1,000,000. 
insurance was the first line entered by 
the Travelers and the company has al- 
ways maintained an imposing lead in 
this field of underwriting. 


Accident | 


$3.00 Per Year, 15 Cents a Copy 


| CLEARY RAPS FRILLS 
IN MODERN POLICIES 


May Lead to New “Armstrong 
Probe,” 
Executive Declares 


Northwestern Mutual 


ADDRESSES EASTERN MEN 


| Agents from New England, Middle and 
South Atlantic States Attend 
Two-Day Sessions 


YORK, 

the 

the 
south 


NEW 


convention 


annual 
Northwestern Mutual 
agencies in New England, middle 
Atlantic Atlantic 
held here this week with more than 400 
the 
At the opening session, Mon 
which Herbert L. 
Pa., presided 


Jan. 6.—The 


; 
ot 


and states was 


representatives attending two-day 
session 


day morning, 


Smith, Harrisburg, 
chairman, John J. Hughes and John P 
Davies, assistant superintendents of 
agencies, conducted a sales clinic for the 
informal discussion of company prac- 
tices and policies. The afternoon ses- 
sion was also given over to a sales 
clinic with E, H. Earley of Brooklyn in 
the chair, 


over 


as 


Discusses Various Phases 


Clyde O. Law, Wheeling, W. Va., pre- 
sided at the first half of the second day's 
session which was devoted to the gen- 
eral theme of “The Northwestern, the 
Agency, the Agent and the Policy- 
holder.” Percy H. Evans, actuary, de- 
livered an address on “The Company” 
and W. F. Atkinson, Brooklyn, on “The 
Agency.” “The Agent” was represented 
by W. E. Rowley, Newark, while “The 
Policyholder” and his point of view 
were treated by Martin L. Davey, one 
of Ohio’s representatives in Congress 
The convention concluded with an ad- 
dress on the “Challenge of Life Insur- 
ance Salesmanship” by Charles H. Par- 
sons, superintendent of agencies. 

More than 500 representatives and 
their ladies enjoyed a dinner meeting 
followed by dancing. The _ principal 
speaker at the dinner was Vice-presi- 
dent M. J. Cleary, who talked on the 
general life insurance situation in its 
relation to the particular problems and 
duties of the Northwestern Mutual. 





Declares Frills a Detriment 


Vice-President Cleary declared that 
company feels that all the frills that 
been added to life insurance pol 
in recent years are a detriment to 
business All such frills as dis- 
ability, non-medical, salary deduction, 
monthly premiums, and other features 
have been added, he said, not so much 
to improve service to policyhelders as 
to increase the companies “volume of 
production.” This led to a conception 
of life insurance as a purely business 
proposition, a dangerous point of view 
for life insurance which should be re- 
garded almost entirely as a trusteeship. 

When volume of production alone is 
considered, the business suffers not only 
in its standard and service but in its 

(CONTINUED ON PAGE 28) 
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RECORD YEAR IS SHOWN 
, BY CHICAGO AGENCIES 


—_— 


HUGE TOTALS ARE REPORTED 


Three Leading Offices Paid for Aggre- 
gate of $200,000,000 New Busi- 
ness in 1926 


R. E. Whitney, inspector of agencies 
for the New York Life and central de- 
partment, reports that the 17 agencies 
under his jurisdiction showed a gratify- 
ing increase during 1926 with a total 
paid business, exclusive of group and 
term, of $102,700,821, compared with 
$94,656,000 in 1925. These 17 agencies 
are located in Illinois, lowa, Nebraska 
and South Dakota. The Chicago agen- 
cies reported $74,558,800 in 1926, com- 
pared with $68,490,000 in 1925 and $61,- 
364,000 in 1924. The J. A. Campbell 
agency was the leader in the department, 
paying for $20,700,000. Of the 17 agen- 
cies in the department 15 passed allot- 
ments for the year, the company setting 
the department allotment at 10 percent 
over the previous year’s business. In the 
Chicago district all of the 11 agencies 
passed their 1926 allotment. 


Equitable Set Record 


The Chicago branch office of the 
Equitable Life of New York had a rec- 
ord month in December, reporting paid- 
for business of $1,000,000 more than any 
preceding month in the history of the 
agency. The December total was $8,- 
485,000, an increase of $1,350,000 over 
December of 1925. The best previous 
month was in June of last year. One 
day in particular stood out, this being 
the annual “Loyalty Day,” when $5,819,- 
000 was written on 855 applications. The 
agency also reported a record month on 
written business as well as paid busi- 
ness, 2,275 new cases being written dur- 
ing the month. The leading agency was 


the A. E. Patterson agency which paid 
for $1,300,000, five of the agencies being 
in the million dollar class this month. 


The Wadsworth agency reported $1,200,- 
000, the Girault agency $1,100,000, the 
Curtis agency, $1,050,000 and the Hobbs 
agency $1,000,000. 

The December total of paid business 
brought the agencies’ business for the 
year to $76,500,000, a gain of $10,500,000 
business. 


or 15.3 percent over the 1925 
Had Excellent Year 
The Mutual Life last year produced 


some $48,000,000 in the Chicago depart- 
ment territory. On Jan. 1, 1926, Darby 
A. Day, relinquished the managership of 
the Chicago department, a position that 
he had held for many years. The city 
was given over to three general agencies. 

L. Spaulding, Samuel Heifetz and 
Herman Hintzpeter. The territory out- 
side of Cook county, attached to the 
agency, was taken by Charles L. Coyner. 
The production has shown a marked in- 
crease over the year before. The biggest 
under the Day regime was about 


year 
$34,000,000. The Mutual Life agency 
has surprised even themselves. Not a 


man left the company in the change. 
The agency force has been augmented 
and all the agencies are going along in 
fine shape. 

Samuel Heifetz reports that his agency 
paid for $12,000,000 in 1926, the first 
vear of the agency. This agency, which 
was one of four formed upon the resig- 
nation of Darby A. Day as Chicago 
manager, started with 24 agents and now 
has 75 men under contract. The total 
of $12,000,000 is the first year’s produc- 
tion and the agency has set its 1927 goal 
at $20,000,000. The bi-weekly meetings 
under the direction of the educational 
department of the agency will continue 
during the coming year and will be open 
this year to those outside the agency 
who wish to attend. Mr. Heifetz, the 
manager of the agency, was for many 
years the leading producer in the entire 
country for the Mutual Life. He is now 
devoting his entire time to management 
of the agency and is not writing per- 
sonal business, though helping in plac- 








INTEREST IS KEEN IN 


PROVIDENT’S CHANGES | 


NOTABLE RATE REDUCTIONS 


Marked Increase in Disability Rates, in 
Conformity with General 
Experience 


There is widespread interest in the 
announcement this week of the new pre- 
mium schedule of the Provident Mutual, 
which puts that company almost on a 
par with the nonparticipating companies 
as far as the premium schedule is con- 
cerned. The new schedule is one of the 
lowest shown by any participating com- 
pany in the country. The new dividends, 
applicable to this schedule, will not be 
announced until the end of 1927, but 
the schedule itself marks a new develop- 
ment in rating by the larger companies. 

Is Important Step 


The Provident Mutual has decreased 
its premiums to a point very nearly ap- 
proaching those of the nonparticipating 
companies. The expense loading which 
has formerly been added at the outset 
and reduced by very large dividends, 
will now be reduced and the actual cost 
more nearly approached throughout the 
life of the policy. The new dividends 
which will apply to this schedule will 
naturally be smaller than the present 
scale, but that will not affect the net 
cost. The change is in the initial cost 
and the agency force of the Provident 
Mutual is expressing gratification at the 
announcement of the company. On the 
ordinary life, the new rate at age 20 is 
$15.50 and at age 35, $22.89. This is a 
reduction of $1.36 at age 20 and $2 at age 
35 from the old scale. It is not, of 
course, as low as the nonparticipating 
rate schedules, but a slightly additional 
margin of safety is regarde d as essential 
for participating companies. This an- 
nouncement, however, indicates that the 
participating companies may be regard- 
ing the present expense loading on their 
premium scales as unnecessarily high. 


Increases Disability Rates 


The Provident Mutual Life made 
some other important announcements 
this week, notably the large increase in 
the rate charged for the disability clause. 
The disability premiums are very nearly 
doubled in some cases. The actual in- 
creases vary with age and policy form, 
ranging from about 10 percent to about 
100 percent. The changes have been 
made in accordance with the practice of 
other companies, the result of the joint 
investigation conducted by the Actuarial 
Society. 

Another important announcement was 
the reduction in the charge for single 
premium life annuities, the rate for these 
patie been reduced, about 3 percent. 


ing some . of the large lines. In analyz- 
ing the results of the new men and the 
old men taken over, he reports that the 
new men taken in during the year and 
trained by the educational department 
paid for $4,500,000. Those taken over 
trom the old organization paid for $7,- 
500,000 and in practically all cases this 
represented a 100 percent increase over 
their previous year’s business. The lead- 
ing producer for the year was Frank J. 
McDonald who paid for over $1,000,000, 
Arthur L. Thorsen being a close second 
with nearly $1,000,000. John R. Hastie, 
associate manager, was the leader in ap- 
plications and third in volume. 

Calvin Wasson, who was the statisti- 
cian in the Darby Day agency and has 
since been in the Clearing House office 
at Chicago, has joined the Heifetz 
agency as agency statistician. 


Reports Good Year 


The Midland Mutual Life of Ohio 
closed the year with $83,500,000 in force, 
a net gain of $9,000,000 over the amount 
in force the preceding year. The state- 
ment at the close of the year showed 
total assets of $13,000,000. 














GOOD INCREASES SHOWN 
BY CHICAGO COMPANIES 


ALL HAD A PROSPEROUS YEAR 


New Business Showed a Gain of About 
20 Percent Over That of 
Preceding Year 


Although exact figures are not yet 
available, the preliminary reports indi- 
cate that Chicago life insurance com- 
panies will average about a 20 percent 
increase over 1925 business when the 
1926 returns are compiled. All of the 
companies have shown gains and some 
have shown notable gains. The 20 per- 
cent increases shown in most cases are 
larger than the average increase in life 
business throughout the country. The 
Chicago companies are starting 1927 
with an optimistic outlook, anticipating 
a continuation of these increases during 
the coming year. 

Federals Striking Record 


The Federal Life of Chicago showed 
the outstanding gain of the year, making 
a record that has attracted widespread 
attention. The company tripled its busi- 
ness in 1926. The 1926 business on a 
written basis will be about $41,000,000 
and on an issued basis about $33,000,000. 
Even on the issued basis, the 1926 total 
is three times the 1925 total. The com- 
pany’s insurance in force is increased by 
about $25,000,000 to $85,000,000 on a 
written basis and $82,500,000 on a paid 
basis. 

The Mutual Trust Life of Illinois re- 
ports written and examined business of 
$33,000,000 for 1926, which is an increase 
of about 40 percent over the paid busi- 
ness of 1925. The paid for business for 
1926 has not yet been compiled, but it 
will show a notable increase over the 
previous year. The company has made 
particular strides in the latter part of the 
year, showing a gain of 60 percent in 
one month. Its insurance in force will 
be increased by about $15,000,000, bring- 
ing the total to $125,000,000. 


Showed 20 Percent Gain 


The Central Life of Jllinois wrote 
$18,000,000 in 1926, a gain of about 20 
percent over 1925 business. It has not 
yet estimated the increase in insurance 
in force. 

The Security Life of America reports 
a paid for business in 1926 of $13,000,000 
which is $1,500,000 more than that re- 
ported in the previous year. Its insur- 
ance in force will be increased by about 
$3,000,000. 

The Builders Mutual Life paid for 
$1,100,000 last year, which is a gain of 
about 300 percent, as 1925 was its first 
year of operation. 


The National Life U. S. A. reports 
new business in 1926 of $29,000,000, 
which is an increase of $2,100,000 over 


the 1925 business. The increase in in- 
surance in force has not yet been esti- 
mated. 

The Continental Assurance paid for 

$26,000,000 in 1926, which was $3,000,- 
000 over the 1925 business. The com- 
pany increased its insurance in force by 
about $14,000,000, making total insur- 
ance in force of about $80,000,000. 

The Peoples Life reports issued busi- 
ness of $4,800,000 for 1926, a gain of 20 
percent over the previous year’s busi- 
ness. It will increase its insurance in 
force by about $2,500,000. 


Made Good Record 


The Illinois Life reports paid business 
in 1926 of about $28,000,000, which 
brings the insurance in force to $174,- 
000,000, a gain of about $7,000,000. 

The Chicago National Life wrote 
about $25,000,000 of new business during 
the year. Of this amount $16,000,000 
represents the business of the Interna- 
tional Brotherhood of Steam Boiler & 
Shipmakers, which has an_ insurance 
plan of its own, the liability being 
carried by the Chicago National. It has 
now about $40,000,000 in force and its 





INDIANA INSURANCE DAY 
WILL BE GALA AFFAIR 


HAVE INTERESTING PROGRAM 


Committee in Charge of Annual Event 
Plans a Speechless Banquet 
as One Feature 


INDIANAPOLIS, Jan. 5—The ex- 
ecutive committee in charge of Indiana 
Insurance Day, which will be held in 
Indianapolis Jan. 25 at the Claypool hotel, 
has definitely determined on a speech- 
less banquet with a program brimful of 
high class entertainment interspersed 
with specialties and novelties. The great- 
est thought has been exercised by the 
committee in equaling or bettering the 
standard which has been set in the past. 


Plan Abundant Entertainment 


The speechless banquet idea is a radi- 
cal departure from ordinary banquet 
programs, but the idea seems to be 
popular. The committee feels that it 
can center its efforts in presenting val- 
uable, instructive addresses at the morn- 
ing and afternoon sessions and dedicate 
the evening program to fun, jollification 
and entertainment. With this line up, 
there will be two nights of generous 
offerings of merry making and pastime 
to the guests, the first being the night- 
before party, which has become a per- 
manent part of Indiana Insurance Day. 
The night-before party is held Jan. 24 
and is open to all insurance people. The 
attendance will reach 2,500, it is antici- 
pated. The party consists chiefly of a 
brilliant ball and a general get-together. 


Promise Noted Speakers 


The speakers on the day program will 
be leading insurance men, nationally 
known, one representing life, one fire 
and one casualty, and perhaps one more 
speaker of national prominence. These 
speakers will be announced as accept- 
ances are received. 

Already numerous inquiries are being 
received at convention headquarters from 
all over the state and from many other 
states, and several large fire companies 
and casualty companies are making ar- 
rangements to have company meetings 
in Indianapolis in connection with In- 
surance Day and are inviting their 
agents from all over the state to attend. 
One group of companies alone antici- 
pates the attendance of 500 of its agents. 


Other Meetings Scheduled 


The various organizations which are 
affiliated with Indiana Insurance Day 
are arranging for meetings of their mem- 
bership or their executive committees. 
The Casualty Adjusters Association 
plans to have its usual dinner meeting 
Jan. 24 and the Life Underwriters As- 
sociation will probably meet some time 
Jan. 25. An executive committee meet- 
ing of the Indiana Association of Insur- 
ance Agents is in prospect around con- 
vention time as well as a meeting of 
some kind of the Indianapolis Board. 

The Rotary Club of Indianapolis will 
again stage an Insurance Day program 
at the regular weekly meeting on Insur- 
ance Day and several other luncheon 
clubs will have insurance programs that 
week. 

Convention headquarters have been 
established at 749 Consolidated building. 








assets have topped the $1,000,000 mark. 

The North American Life of Chicago, 
will have between $72,000,000 and $73,- 
000,000 in force. This means a gain of 
$3,000,000. Its new business during the 
year amounted to $15,500,000. It gained 
$1,000,000 in assets, that figure now be- 
ing $11,250,000. 


Clarence E. Scott, special agent for the 
Phoenix Mutual Life at Oklahoma City, 
was married recently to Katharine Esk- 
ridge, a teacher in the city schools. Mr. 
and Mrs. Scott went to New Orleans and 
other southern cities on their honey- 
moon. 
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WORKINGMAN’S NEEDS 
TOLD BY HALEY FISKE 


Comments on Efforts to Reduce 
Cost of Insurance in 
Every Way 


FEATURES 


—— 


MANY CITED 


Compares Industrial Monthly Forms 
With Ordinary Business, Making 
Good Showing 


[he relationship of life insurance to 
the workingman and particularly the de- 
velopment of industrial insurance by the 
Metropolitan Life is reviewed a letter 
sent last week to the field forces of that 
company by President Haley (Fiske. 
Mr. Fiske comments in particular on the 
new industrial monthly premium policies 








HALEY FISKE 


President Metropolitan Life 


just announced by the and 


then continues as follows: 


company 


Efforts to Reduce Cost 


‘As you all know, it has been the con- 
stant endeavor ‘of the Metropolitan, over 
a long period of years, to reduce the 
cost of insurance for w orking people and 
their families. Our efforts to do this 
have met with signal success and the 
accomplishments in the reduction of 
have been most remarkable. On 
several separate occasions, the benefits 
under our industrial tables have been 
increased. \ striking illustration of 
the cumulative effect of these increases 
is to be found in a comparison of the 
infantile whole life table in use in 1895 
with the present infantile whole life 
table. For a child 2 years of age next 
birthday, weekly premium 10 cents, the 
maximum benefit under the old table, 
reached after eleven years, was $230, 
whereas under our present table, the 
maximum benefit, reached in nine years, 
is $424. At age 10 next birthday at 
entry, the benefit for 10 cents was $230 
under the 1895 table, whereas under the 
present table it is $324. At age 25, the 


cost 


amount was $168 under the old table 
igainst $192 under the present table 
Furthermore, under the 1895 table the 


premiums were payable, by the terms of 
the contract, for the whole of life (al- 
though we are now making them paid-up 
as age 75 is reached, through dividend 
announcements), whereas under the 
present table they cease on the policy 
anniversary after age 74 

“Years ago, policies on the 
tables were issued in quarter 
luring the first six months and 


adult 
benefit 
half 





LIFE 


Ss. W. STURM EXPELLED 
FROM THE MEMBERSHIP 





CINCINNATI BODY’S ACTION 


Life Underwriters Association Uses 


Drastic Measures After Decision of 
Superintendent Conn of Ohio 


Samuel W. Sturm of Cincinnati, lead- 
ing producer of the Mutual Benefit Life, 
whole license was suspended until Feb. 
1 by Superintendent Conn of Ohio re- 
cently, on charges of violating the anti- 
rebate law by accepting premium notes 
without interest or at less than six per- 
cent, ceased to be a member of the 
Cincinnati Life Underwriters Associa- 
tion by action of the executive commit- 
tee on Monday. Mr. Sturm was notified 
last week to appear before the commit- 
tee to answer to charges, upon which 
he sent in his resignation. The commit- 
tee refused to accept his resignation but 
expelled him. 


benefit the second six months. Later, 
they were issued in half benefit for the 
first six months, ‘and full benefit for 
the second six months. Now all adult 
policies are issued in full immediate 
benefit. 

Reduction Through Dividends 


“The cost of insurance to our indus- 
trial policyholders has been further de- 
creased by dividends. Beginning with 
1897, although then a stock company, the 
Metropolitan instituted the practice of 
paying a dividend equal to ten weeks’ 
premiums every five years on policies 
which had been at least five years in 
force. The scale of dividends has been 
increased from time to time, and mor 
tuary and maturity and other dividends 
have been added, so that our declaration 
of dividends to industrial policyholders, 
payable in 1927, amounts to over twenty- 
two millions of dollars. It may be added 
that through the mutualization of the 
company in 1915, the holders of Indus- 
trial policies were given the contractual 
right to dividends if earned, whereas 
prior to mutualization, the dividends 
were granted by the company each year 
purely as a voluntary concession 

Intermediate Policies 


‘Still another measure that we adopted 
to reduce the cost of insurance to work 
ing people of small means was _ the 
establishment of the intermediate branch 


in 1896. Previously, insurance for less 
than $1,000 had been available only 
under industrial policies, under which 


the cost was necessarily high because of 
the service rendered in c ollecting 
premiums weekly In introducing inter 
mediate policies for $500 of insurance 
with premiums payable annually, semi 
annually, or quarterly, we were able to 
provide insurance at a cost considerably 
below the cost of weekly premium insur- 
ance, for persons who felt that they 
could not afford to pay for a policy of 
more than $50. The great volume of 
insurance that has been written in the 
Intermediate Branch is an_ eloquent 
testimonial of the success of this en- 
deavor 
Ordinary Monthly Policies 


another step of 
great importance was taken in the an- 
nouncement that ordinary, intermediate 
or special class insurance for $1,000 or 
upward might be taken on the monthly 
premium basis, at practically the same 
rates as were being charged for the 
qquarterly premium policies regularly 
issued by the company. We _ were 
prompted to make these policies avail- 


“In September, 1925, 


able on a monthly premium basis be- 
cause there were many people who, 
under present economic conditions, find 


it easier to pay premiums monthly than 
to pay them annually, semi-anually or 
uarterly. At the time of the announce- 
ment in September, 1925, there was 
some doubt as to the extent of the pub- 
lic demand for these ordinary monthly 
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UNION LABOR LIFE 
TO START IN FEBRUARY 


ORGANIZATION ROUNDED OUT 


Ready on Feb. 1, According to An- 
nouncement of Officials—Will 
Have $620,000 Capital 


WASHINGTON, D. C., Jan. 6 Che 
Union Labor Life will enter the insur- 
ance field for active business on Feb. 1, 
it has been announced by officials of the 
company. Within a few days contracts 
will be signed with qualified e _ rts wh 
will handle the insurance end, and poli- 
cies, rate books, application blanks and 
other matter is now in the hands of the 
printer. The headquarters of the com 
pany will be at 1701-11 Connecticut ave 
nue, Washington, D. C. 

Stock subscriptions will not be taken 
in after Jan. 31 and the amount of stock 
then subscribed will be in excess ol 
$620,000. A total of $601,000 has already) 
been paid in. The original plan was to 
stock for $600,000. The cost of 
and promotion work, it ts 
less than 3 per cent 


issue 
organization 
stated, was 


premium policies, but the immediate re 
sponse was so overwhelming as to leave 
no doubt that the company’s action had 
met a great popular need. On Dec. 1, 
1926, we already had on our books over 


$200,000,000 of ordinary monthly prem 
ium insurance. 
The Debit System 
“Because of the large amount 


monthly premium business that was 


being issued, the company concluded 
early in 1926 that it would be econom 
ically feasible and would be of distinct 


advantage to policyholders to place these 


ordinary monthly premium 
a debit system similar to that 


pe licies on 


employed 


for weekly premium insurance Under 
the debit system, as you know, the 
agent calls at the homes of the insured 
or at their places of business each 
month for the monthly premium. As 


weekly premium insurance, 
compensated on the 
of “increase” and is paid a regular col- 
lection salary for the care of the busi 
ness. Within the last two or three 
months, the installation of the debit sys 
tem has been completed and the monthly 
premium business is now under that 
system. 


the case of 


the agent is basis 


Industrial Monthly Policies 
monthly 
the 


‘The success of the ordinary 
premium business naturally raised 
question whether monthly premium poli 
cies for $500 and upward could not be 
written in the industrial department. It 


was obvious that if the premiums could 
be collected monthly instead weekly 
there would be a reduction in expenst 
which would permit the issuance of 


policies at substantially reduced rates 

premium. In the last few years, coi: 
cident with the growing tendency of the 
pub lic to purchase goods on the 
sec plan, we have been receiving moré 
and more applications for insurance o! 
$500 and upward on the weekly premium 


plan. When the home office expressed 
reluctance about issuing weekly prem 

ium policies for these larger amounts 
because of the relatively high cost to 
the insured, we were met with the reply 
that the applicants desired larger 


amounts of insurance but wished to pay 
their premiums in small amounts 
of course possible when payments are 
made at intervals more frequently than 
quarterly. The introduction of ordinary 
monthly premium policies early in 1926 
had met this difficulty as to policies for 
$1,000 and over, and after an exhaustive 
study of the whole subject, in which 
there were many difficulties to be over- 
come, we decided to issue the industrial 
monthly premium policies which have 
just been announced. 

‘As was stated recently, the new in- 
dustrial monthly premium policies will 

(CONTINUED ON PAGBE 26) 
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B. M. A. FIELD FORCES 
MEET AT HOME OFFICE 


Well Rounded Program Given, 
With Mayor Beach Welcom- 
ing the Guests 
HAD ANNUAL CONVENTION 
Over 400 at Kansas City Conference— 
Many New Announcements by 
Company 


KANSAS CITY, MO., Jan. 5.—The 
Business Men’s Assurance is holding its 


annual convention under the direc- 
1000 Club. More than 400 
force are in attendance at 


Lith 

tion of the 
, ' 

of the field 


the sessions, which opened Tuesday 
welcome 


Kansas 


company. 


orning with an address oi 

from Albert I. Beach, mayor of 
ity and a director of the 
Fleming of Okmulgee, Okla., for 
10 years president of the 1000 
virtue of his production record 
leader of the field force presided 
at the convention sessions. Mr. Flem 
ings’ record for 1926 was 2110 points, 
which is equal to approximately $700, 
000 in paid for life insurance. 


lub by 


Higdon Speaks 


The high point of the first day's ses 
with the presentation 
Higdon, secretary of the com 
any, of the subject “Improvements and 
Refinements for 1927 ren changes in 

l were announced by 


reac hed 


icies and rates 


Mr. Higdon at this 


time ig non 
among the s¢ announcements was tl 
statement that a general rate seduction 
has beer n l 


ade on all life pt licies except 


guarant be income, single premium and 
joint life rhe issuing of group life in 
surance was also received with enthusi 
asm by the agents. Other changes are 
\ change in rates under the accident 
nd health policies, advancing the rat 
ou class B-100 policies approximately 
be percent; increase in rates on non 
cancellable accident and health policy ol 


about 20 percent, with exemption period 
however of only 14 days; the extension 


of the protection under the accident and 
ealth policy to protect against all 
known diseases, where before a restric- 


from 
extension of 
1ed to women to cove! 
disability caused by com 


aced on disability 
diseases: the 


tion had been pl 
venere al 
143 


; 
Caith pohcies 18st 


diseases not 


mon to both sexes; a change in the all 
vays policies from the former restric 
tion whic ‘d the accidental deat! 

which required the accidental death 
olicy to be equal to the life insurance 


policy, to allow larger amounts of acci 
dental death benefits, the maximum 
principal sum depending on the amount 


the monthly indemnity under the 

| 7) sl } ~»1¢} ‘ ] lh - 
cident and health policy; elimination 
f tl war clause from life policies, this 
to be retroactive; new disability pro 
vision to pay for every disability which 


continues for more than 3 months; the 
payment of interest dividends under the 
guaranteed income policies during the 
vhen the income is guaranteed 


Had Good Year 


Mr. Higdon said that the 
the company for 1926 was very satis 
factory Setting a goal of $24,000,000 
of new insurance in 1926 at the last 
convention, the company made a change 
in figuring their volume of business dur 
ing the year, putting the figures on a 
net basis instead of on a submitted basis 
as formerly In spite of this change, 
the total gures for 1926 are in excess 
of $22,000,000 of new business and al 
lowing for the cancellations and rejec- 
which under the old method would 
have been counted, the total would have 
reached the $24,000,000 goal. Mr. Hig- 
| don announced that the goal set last 
| year of $35,000,000 strictly paid for of 


rece ord ol 


tions, 
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life insurance in force at the end of 1926 | NORTH AMERICAN LIFE | 


was passed on Dec. 18. 


An ovation was accorded Dix Teach- | 
enor, $1,000,000 producer of the Kansas | 


City Life, following his very earnest 
address at the Tuesday afternoon ses- 
sion, on “Methods That Guarantee 
Success.” Mr, Teachenor presented to 
the 1000 Club his tenets for success 
urging the use of a route sheet, and the 
keeping of a daily record of the work 
actually done, as two of the surest 
means of success. Mr. Teachenor em- 
phasized the fact that health is the 
greatest asset to any salesman. Giving 
attention to old policyholders is another 
of this man’s hobbies, Mr. Teachenor 
having written 60 percent of his new 
business on old policyholders. “See 
eight men a day and be happy,” was 
Mr. Teachenor’s parting advice. 

The introduction of the 1927 club vice- 

presidents and directors was made by 

Hogue. The two vice-presidents 
are T. T. Wallace of Wichita Falls, 
Tex., and S. T. Combs of Seattle, Wash., 
each with 1606 points. Twenty-eight 
new directors, complying with the re- 
quirement of 1000 points, were presented 
club emblems. 

Following the presentation of prizes 
to winners in the quota contest, and the 
supervisors’ quota contest, on Wednes- 
day morning, L. L. Graham, chief claim 
adjuster, led an open forum on a num- 











TO HAVE CONVENTION |}; 


Charles Holbert of southern California. | 


IS TWENTIETH ANNIVERSARY | 





Leaders in the $100,000 and $200,000 | 
Clubs Will Hold Annual Rally 





in Chicago 
The North American Life of Chi- | 
cago will hold its 20th anniversary | 


meeting in Chicago, Jan. 13-15, when 
the members of the $100,000 and $200,- 
000 clubs will be present. The meet- 
ing of stockholders will be held Jan. 11, 
and the directors will meet Jan. 12. 
E. S. Ashbrook will preside over the 
business session, he being vice-president | 
in charge of the agency department. | 
There will be a get-together meeting | 
Thursday afternoon, but the main | 
work will be done Friday and Satur- 
day. Mr. Ashbrook will give a talk 
Friday morning, as will Secretary F. 
W. Marzluff. Other speakers will be 
Walter Wertheim, Terre Haute; 
Thomas Rook of Monroe, Mich.; V. R. 


ber of pertinent and interesting sub- 
jects. 


Lee, manager for the state of Wash- | ANNOUNCE CELEBRATION 
Hee Bodine of Lexingta’KS:| OF CORNERSTONE LAYING 


Bodine, of Lexington, 


_ will be a theater party in the eve | WILL BE OBSERVED IN APRIL 
On Saturday Harry McIntosh, the 

professional speaker, will give an in- 
spirational talk and there will be a gen- | 
eral discussion of a number of subjects. | 
In the evening will be the banquet over | 
which Second Vice-President Al. C. | 
Schurr will preside. The speakers will 
be President J. H. McNamara, Treas- 
urer W. P. Kent, General Counsel 
Thomas E. Rooney, Third Vice-Presi- 
dent H. O. Kramer of Columbus, O., | 
and Vice-President E. S. Ashbrook. | 
Superintendent of Agents Paul Mc- 
Namara will award the prizes won in 
the Schurr contest. 


New York Life to Have Extensive Cer- 
emonies for Huge New Home Office 
Building 











| The New York Life has announced 
| the details of its new home office build- 
ing which is now under construction in 
New York on the site of the old Madi- 
son Square Garden and special corner- 
stone ceremonies have been arranged for 
April. A special campaign for business 
is being launched for January and Feb- 
ruary to qualify agents throughout the 
country for attendance at the corner- 
stone ceremonies. It is planned to write 
as much business in the first two months 
of this year as is ordinarily written in 
three months. 
To Have Elaborate Ceremonies 


Metropolitan Life Appointments 

Samuel Milligan has been appointed 
third vice-president of the Metropolitan 
Life. He will be associated with Sec- 
ond Vice-president Ayres in the ordinary 
department. 

Leroy A. Lincoln, general attorney, 
has been appointed general counsel of | 
the company by the board of directors. 

John P. Rogers has been made assis- 
tant secretary of the company and office 
manager of the ofdinary department 
succeeding Jacob Chadeayne, deceased. 





Elaborate ceremonies have been ar- 
ranged for the laying of the cornerstone 
of the great new home office building, 
to be tied up with the production of 
the first two months of the year. Ina 
bronze box there will be placed a scroll 
of honor and on this scroll will be in- 
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scribed the name and record of every 
agent who fills his allotment, as well 
| as the name and record of every agency 
director, organizer and cashier whose 
branch office fills its allotment. The 
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Of all applications accepted. 
Would these facilities for placing insurance interest you? 


OUR 1925 EXPERIENCE: 


Policies issued as applied for more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 


Many of the 134% rejections can now be written on the Company’s 
Personal Life Income policy for rejected risks, 
bringing acceptances up to 99%. 


ACTUAL TO EXPECTED MORTALITY, 39% 


Sand? 


Q% 








FOR AGENCY RELATIONS 


Address 


allotments have been made considerably 
larger than the usual allotments. A spe- 
cial delegation of honor will be ap- 
pointed to attend the ceremony and be 
personally in charge of placing the scroll 
in the bronze box in the cornerstone, to 
be named as follows: The three agents, 
members of the 1926 top division of the 
Two Club, who write and pay for the 
greatest volume of business; the three 
agents, members of the 1926 $200,000 
Club who write and pay for the greatest 
volume of business; the three agents 
from the field at large, excepting the 
club members, who write and pay for 
the greatest volume of business; the 
leading agency director in excess of his 
allotment; the leading supervisor in ex- 
cess of the allotment of his division; and 
| the leading inspector of agencies in ex- 
cess of the allotment of his department. 


Tells Value of Population 


Discussing “The Money Value of 

Life and Life Extension” Dr. Alfred J. 

Lotka of the Metropolitan Life told the 

American Statistical Association in St. 

Louis, Mo., last week that the aggregate 

value of all male lives in the United 

States is $1,114,000,000,000. He esti- 

° mated the value of each female as three- 

quarters of that of men, bringing the 

grand total value of the country’s pop- 

ulation to $2,000,000,000,000. He based 

| his valuations on the potential earning 

capacity of the male population, less 

their personal expenditures. The result 
was their value to dependents. 

In 1922, he said, the total national 
wealth in material assets was placed at 
$321,000,000,000. By comparison the 
human capital was therefore six times 
| that of the national material wealth. 


Had Agency Get-together 


The Continental Casualty and the 
Continental Assurance of Chicago held 
their first annual meeting of field repre- 

| sentatives in the entire country at the 
| home office this week. A three day pro- 
| gram of conferences interspersed with 
entertainment was arranged. These 





T. W. Applepy 
President 
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CINCINNATI, OHIO 


meetings will be held annually in the 
future on an informal basis. The only 
| formal address at this recent meeting 
was that by Col. Frank Layton of the 
National of Hartford. The meetings 
opened Tuesday and closed Thursday. 
“here was a luncheon at the Auditorium 
hotel Tuesday noon, the agents attended 
|} 2 hockey match Tuesday night at the 
Coliseum and a_ theatre party on 
| Wednesday night. 


E. E. Kirkpatrick 
Supt. of Agents 
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1927 LITTLE GEM LIFE CHART 


Will Give 20- Year Net Cost Exhibits :: Ordinary Life at Every Age 
Improvements Mean“ High-W ater Mark’ in Vest-Pocket Reference Books 





HE 1927 edition of the Little Gem Life Chart, 

when it appears from the press this April will 

be the most complete compilation in the way of 
a vest-pocket book that has ever been issued. In 
addition to all the regular information, the dividend 
and net cost exhibits have been materially supple- 
mented, giving the user much more information 
along this line. 


WHAT THE AGENT WANTS 


The compilation department has been making for 
several months a careful analysis and survey of the 
uses of this kind of book. It has been found that 
what the agents really want and what the prospect 
wishes to see is the net premium, year by year, that 
is, the premiums with the dividends deducted, rather 
than the mere dividends. Agents will not need to 
make these deductions as the work is already done 
in the Little Gem as only the “net” will be shown in 
the book, based upon the 1927 dividend schedules. 


TWENTY YEAR NET COST EXHIBITS 


These “net” figures will be made for a period of 
20 years, W herever such figures are obtainable, 
otherwise for a lesser period. 

For the Ordinary Life plan, the “net” will be 
shown beginning age 20 and for every age there- 
after up to 53, and also ages 55 and 60. The usual 
book gives only the dividends at a few ages. It isa 
well known fact that the bulk of insurance is written 
on the Ordinary Life plan and the publishers are 
proud to say that they have found it possible to 
make this extended and more complete showing of 
the 1927 dividend schedules. 

There will also be the same exhibit made for the 
_20 Payment Life and the 20 Year Endowment, lim- 
ited to nine ages beginning at age 20 and each five 
year age up to 60. 


ACTUAL HISTORIES 

In 1907, at the time of the Armstrong investiga- 
tion, a great many of the companies revised their 
policies, some also revised their rates and reserve 
bases so that 1927 ends the period over which most 
of the companies have had an opportunity to obtain a 
20 year experience, that is, on the same general 
policy plan and basis. It is, therefore, now possible 


to make a more extended use of the 20 year actual 
history exhibit. The Little Gem will show the net 
cost year by year of policies issued in 1907, for the 
Ordinary Life, 20 Payment Life, and 20 Year En- 
dowment for nine ages. lf a 20 year period is not 
obtainable for the Actual History a 15 or a 10 year 
period will be used. 


NET COST SUMMARIES 


This exhibit which has been an important part 
of the Little Gem heretofore, and which has been 
made for 10 and 15 year periods will now be shown 
for 10 and 20 year periods at ages 25, 35, 45 and 
55. The showing will be made for the Ordinary 
Life, 20 Payment Life and 20 Year Endowment for 
both the Present Scale and Actual History, giving 
total premiums, total dividends, total net payments, 
average yearly payments, cash values, cost if sur- 
rendered, and aver age costs if surrendered. 


FIVE YEAR FINANCIAL RECORD 


While the publishers have had this plan of im- 
provement in mind for some time, it will be some- 
what of a surprise to the many who have already 
placed their order for the 1927 edition. There are 
several thousand more orders in at this time of the 
year than usual, all of which have been placed on the 
basis of the old book. The book is popular as it has 
been compiled in the past. No doubt, the five year 
financial record contained in the back of the book, 
and which is usually sold separately by other pub- 
lishers, has contributed greatly to its popularity. It 
is an exclusive feature of the Little Gem Life Chart. 


AN IMPROVED GEM FOR THE SAME COST 

The size of the Little Gem is to be increased 48 
pages, some of which will be used to take care of the 
Net Cost improvements and the balance to show 
other valuable information. Fortunately, the paper 
used in the Litthke Gem Life Chart bulks less than 
any other sold on the market for this purpose so 
that the addition of a few pages will not noticeably 
affect the size of the book. It is the belief of the pub- 
lishers that the increased expenditure will add 
great deal to the new and better Little Gem Life 
Chart for 1927, a publication which has always 
given more for the money. 
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YOU CAN'T HELP PRODUCING 


when aided by American Central 
sales-making methods such as 


A Prospect Survey that is brief, 
easy, and absolutely eliminates 
“suspects”—the lost motion of 
selling. 


An aggressive, highly successful 
Direct Mail Service that literally 
makes the sale. 


A Personal Proposal for each 
client—lending individuality and 
riveting attention to the canvass. 
24-Hour issuance of policies— 
the outcome of efficient han- 
dling of business in the Home 


Office. 


A first premium note-financing 
plan for those who demonstrate 
their eligibility to credit. 


Experienced Home Office co- 
operation in keeping business in 
force, making the policyholder 
a friend and a prospect for more 
insurance. 


RENEWALS 


are not terminated by disability, 
death or retirement from the life 
insurance business, and may easily 
be earned under American Central 
Appointments—every one of which 
is direct with the Home Office. 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 


























| FIGURES ON 1926 BUSINESS SHOW 
| SUBSTANTIAL GAINS OVER LAST YEAR 





RELIMINARY reports on 1926 
business received from the life com- 
panies in response to the request of 
THE NATIONAL UNDERWRITER show that 
comfortable gains in new business and 
in insurance on force were enjoyed by 


Agricultural Life : 
American Central ... 
American Home, Kan. 
American Life, Mich. se taleleaavstaa 
SD Ow 66 00 000 0 snes nn ene 

Atlas Life, Okla. 
Baltimore Life 
Bankers Life, Neb. 
California State 
Canada Life 
Columbus Mutual, O....ccscccees 
Conservative, W. Va. 

Continental American, 
Continental Assur., Ill. 
Detroit Life 
Farmers Union Mutual... 
Federal Life, 
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Farmers & Traders, N. Y..... 
EE, SE I ci Nabe meee oeneenes 
Franklin Life, Il. 
Great Southern, 
Crescent Life, Ind 
Gem City, O 
Grange Life, Mich. 
Great American, Kan. 
Harvesters Life, Tex. 
Indianapolis Life...... 
Illinois Life ....... 
Kansas City Life, Mo.. 
Kansas Life 
Lamar Life, 
Manhattan Life, N. 
Massachusetts Mutual 
Merchants Life, Ia. 
Mid-Continent, Okla 
Midland Life, Mo. 
Mid-West Life, Neb. 
Missouri State ........ 
National Fidelity, Mo. ; 
DS GO. OE Phen cen coseaeses 
Northern States, Ind. 
National Guardian 
North American, Canada... 
North American Life, Ill.......... 
North American 
Ohio National 
Pacific Mutual 
Penn Mutual 
Peoples Life, Il. 
Phoenix Mutual 
Protective Life, 
Peoria Life 
Pilot Life 
4 OR ® . e 
Provident Mutual Life............. 
I Cs alee eid a ghar agin eet ane 
MOGUTeey BeMtwRh, We. «ccc cccccccccee 
Shenandoah Life 
Southland Life, 
Security Life, Il. 
Southern L. & H., 
Southern L. & H., . 
Springfield, I11. 
Travelers ....... 
Union Central . 
United Fidelity, 
Volunteer State Life........ 
West Coast Life ...... 
Western Reserve, Ind 
Western & Southern 
Wisconsin Life 
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Daniterusewaadcatata 215,174,510 


practically all companies. The reports 
in many cases were only approximate 
figures as exact data were not yet avail- 
able. The figures as reported 
NATIONAL UNDERWRITER this week are as 
follows: 


New Paid 
Bus. 1926 
3,446,000 

" $62 2” ,000,000 
1,574,728 
18,000,000 
45,000,006 
8,347,776 
3,225,701 
13,360,852 
14,780,000 
21,561,267 
20,731,412 
11,000,000 
15,316,989 
26,000,000 23, 


New Paid 
Bus. 1925 
3,614,000 
$60,427,152 
1,310,000 
13,732,578 
37,000,000 
6,196,225 
2,811,500 
12,360,852 
11,780,000 
118,784,701 
19,726,749 
11,310,000 


Inc. Bus, 
in Force 
2,050,000 
$28,000,000 
750,000 
11,000,000 
30,000,000 
3,000,000 
1,518,814 
7,000,000 
4,000,000 
94,068.860 
10,347,601 
2,500,000 
8,929,498 


000,000 14,000,000 





17,000,000 15.935.000 9,000,000 
2,481,000 1,364,500 1,762,000 
900,000 10,493,753 23,000,000 


53,050,000 51,100,000 24,730,000 











6,000,000 6506000 j; é i scesecscs 
8,847,485 7,232,656 2,805,409 
38,932,215 36,632,919 16,071,027 
43,771,000 35,900,000 16,650,000 
1,717,902 1,250,100 759,367 
7'000,000 6 "905 5,292 3,000,000 
E7yeaeee 8 ~—=eEe_s w ba os 2,000,000 
3,760,000 1,175,000 2,569,000 
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Employers Companies’ Group Policy 


Edward C. Stone, United States man- 
ager of the Employers Liability and 
president of its two subsidiary com- 
panies, the Employers Fire and Ameri- 
can Employers, announces that every 
employe who has completed 12 months’ 
service with either of the three com- 
panies will be insured under a group life 
in the John Hancock Mutual Life for 
an amount equal to the employe’s annual 
salary. 

A maximum of $5,000 insurance is 
provided. Arrangements have been made 
whereby employes can purchase a sim- 
ilar amount of insurance at the group 
rates if 75 percent of them take advan- 
tage of the plan. The policy covers 
more than 1,600 persons, located all over 
the United States, and involves insur- 
ance of over $2,800,000. 


American Old Line’s Figures 


The American Old Line of Omaha 
wrote new business last year of between 
$6,500,000 and $7,000,000, according to 
H. W. Kingery, president. Of this busi- 
ness, $600,000 was written in Omaha in 
the past two and a half months, while 
$1,700,000 more was sold in Nebraska. 


| The 





Mr. Kingery says the company will show 
a substantial increase in assets and sur- 
plus. 

The American Old Line is creating a 
new office of agency superintendent. No 
decision has ben made as to the man 
for the position, although it will be 
someone who is not at present a member 
of the organization. 





American Life Reinsurance Convention 

The annual agency meeting of the 
American Life Reinsurance will be held 
in Dallas late in January. President 
Bigger and other officials of the com- 
pany will have charge of the program. 
conventtion will extend over two 


| days. 


Pilot Life Leaders 

The Brawley Agency, Greensboro, N. 
C., led the field forces of the Pilot Life 
for the year, turning in $232,500 of busi- 
ness to win this coveted honor. West 
Point, 1925 champion, finished third in 
the contest, its production being more 
than doubled by the Greensboro agency. 
Greenville, S. C., was runner up in the 
finals and easily outdistanced Florence, 
S. C. in the race for the championship 
of South Carolina. 
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HOME LIFE TO GATHER FOR 
CONCENTRATED SESSION 


KANSAS CITY LIFE’S 
GENERAL AGENTS MEET 


—_——_ 


BILOXI SITE OF CONVENTION | HOLD THEIR ANNUAL SESSION 





| 





Comprehensive Two-Day Program of Plans for the New Year Announced— 


the General Agency Association | 
Is Arranged 





NEW YORK, Jan. 6.—The = 
agency association of the Home Life of | 
New York will hold its annual conven- | 
tion on January 20 and 21 at the Buena | 
Vista Hotel, Biloxi, Miss. The officers 
and executive committee of the agency 
association will assemble at Biloxi on | 
the day preceding the convention. Ar- 
rangements have been made for a com- 
prehensive program on the general sub- 
ject of agency building. John Marshall 
Holcombe, Jr., manager of the life in- 
surance sales research bureau, will be 
present to open and close discussions 
that will take place on such subjects 
as: Locating new men, selecting new 
men, training new men and developing 
an agency. The general agents and their 
friends will be the guests of the com- 
pany at a banquet on the evening of the 
twentieth at which President Ethelberi 
Ide Low will preside as toastmaster. 
On January 22 they will visit New Or- 
leans and attend a dinner being given 
in their honor by Messrs. Godchaux and 
Maver, general agents of the company 
in that city. 


EXTENDS NON-MEDICAL PLAN 





Phoenix Mutual Life to Allow $15,000 | 
on This Basis on Old 
Policyholders 





The Phoenix Mutual Life has an- 
nounced a liberal extension of its non- 
medical plan for 1927, all present’ policy- 
holders being permitted to apply for 
new insurance of $15,000 between ages 
18 and 45 and $10,000 between ages 
46 and 55 without medical examination. 
It is provided that the applicant must ! 
have taken out one gtandard policy 
within the past four years, if he is be- 
tween the ages of 18 and 23; within the 
past three years, if between the ages 
of 36 and 45, and within the past two 
years, if graded between ages 46 and 55. 





| schools and educational 


The company has also announced that | 


$5,000 additional can be written on se- 


lected risks after one year interval be- | 


tween applications. 
successful experience with the selective 
risk plan, the company has found its ex- 
perience sufficient to offer the agent the 
opportunity of writing eligible risks $5,- 
000 additional, provided that the limits 
that may be issued within any period of 
12 months is $5,000 and the total selcc- | 
tive risk limit is $10,000. It is pointed 
out that in Georgia, Iowa, Nebraska 
and Massachusetts the medical examina- 
tion of every applicant is required by 
law and in Oklahoma and North Caro- 
lina amounts in excess of $2,000 are 
subject to a medical examination. 


Incorporate Wayne Life 


The Michigan department has ap- 
proved the articles of incorporation of 
the Wayne Life of Detroit, which is to 
have a capital of $200,000 and surplus 
of the same amount. The chief pro- 
moter of the company is Meyer Stone of 
Detroit, who has been engaged in the 
insurance business in the city for the 
past 20 years. He has represented the 
Phoenix Mutual, the Mutual Life of 
New York and other companies. Lee 
E. Joslyn, attorney; Donald O. Stewart, 
Uno S. Heggblom, and Dr. Maxwell | 
Silber are also interested in the or- 
ganization. 


Woman Heavily Insured 
CINCINNATI, Jan. 6—Mrs. Henry | 
Yeiser, Jr., has insured her life for $3.- 
250,000 in 13 companies through Wil- | 
liam C. Bass of the Union Central. 


After two years of | 


|a week for four weeks under Guy 


Increasing Number of Policyhold- 
ers Theme of Meeting 





KANSAS CITY, MO.—The Kansas 
City Life held its annual general agents’ 
meeting here this week at the home 
office. Forty-eight general agents from 
all over the country attended the two- 
day session, the purpose of the meeting 
| being to discuss and formulate plans for 
1927. President J. B. Reynolds opened 
the meeting, presiding at all the sessions 
on the first day. President Reynolds an- 
nounced that the program of the com- 
pany for 1927 was to be similar to that 
of 1926, with the natural advancements 
and expansions, which the new year 
will bring. Mr. Reynolds announced 
that the pledges made by the state man- 
agers at the 1926 meeting have been 
more than fulfilled. 


Theme of the Meeting 


The theme of the meeting was increas- 
ing the number of policyholders and 
extending the Kansas City Life service 
to include more thoroughly town and 
city business. No formal program was 
followed, the whole meeting being en- 
tirely informal, with a free interchange 
of ideas between the general agents and 
the executives of the company. Vice- 
president J. F. Barr, who is the agency 
superintendent of the company, had 
charge of the second day’s meeting. 

A banquet Monday evening was in 
honor of Walter Cluff, “the school mas- 
ter.” The general agents and the com- 
pany officials were enthusiastic in their 
praise of what Mr. Cluff has done in 
promoting production through his sales 
work in gen- 
eral. The dinner was held at the Hotel 
Ambassador. 

An announcement was made at the 
meeting that George Pardee, who has 
been connected with the Kansas City 
Life for 30 years, has resigned as state 
manager of Arkansas. J. G. Sparkman, 
formerly of Poplar Bluff, Mo., has been 
appointed state manager for Arkansas, 
the appointment to be effective Feb. 1. 


MISSOURI COMPANIES GAINED 





Good Year in 1926 Brought Up Their 
Percentage of Business Writ- 
ten in State 





ST. LOUIS, Jan. 5.—The Missouri 
life insurance companies had a very 
good year in 1926. One of the features 
ot the year was an increased proportion 
of the insurance bought by residents of 
the home state, placed in the Missouri 
companies. The Missouri State Life, 
the largest of the home state companies, 
closed the year with a gain of about 
$83,000,000 of insurance in force, mak- 
ing the total insurance in force $670,000,- 
000. A gain of more than $10,000,000 


in assets and about $700,000 in surplus 
was also made. 
The International Life of St. Louis 


also had a banner year and will show 
large increases in insurance in force, as- 
sets and surplus accounts. 

The Continental Life had a very prof- 
itable year according to E. P. Melson, 
president. Its examined business for 
the year was $41,837,732. 


To Hold Sales School 


Twenty-five students have enrolled for 
the Indianapolis Life’s course in sales 
instruction to be conducted three nights 
Alex- 
ander. Mr. Alexander is a graduate of 
the insurance sales course of Carnegie 


| Tech at Pittsburgh. The first meeting 


of the class was held at the company’s 
home office on Monday night of this 
week. 











Indiana 
Minnesota 


The Springfield Life Insurance Company has re- 
cently opened Branch Offices in Indiana and 


Minnesota. 


For the Live, Wide-Awake Producer 


there is an opportunity to get in on the GROUND 
FLOOR and secure a REAL GENERAL AGENCY 
contract in these states.. 


Already 


a portion of the desirable territory has been 


assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 


Liberal 


First Year Commissions and NON-FOR- 


FEITABLE RENEWALS. 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 


PECTS. 


We are taking our FIELD MEN out of 


the class of “Sidewalk Merchants,” “Peddlers,” 


“Solicitors” 


and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy 
meets all competition. The Net Cost is Exceedingly 


Low. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOW MENT” Policy has met with instant approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


If 


J. M 
State Mana 


518-519 Masonic Temple 
MINNEAPOLIS, MINN. 


interested write either of the following 
or the Company: 


AX GOAR 
ger for Minnesota 


J. P. REID STEELE 
State Manager for Indiana 
803 Odd Fellows Bldg. 
INDIANAPOLIS, IND. 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


C, HUBERT ANDERSON 
Superintendent of Agencies 
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1927 


(UR plans for the coming year are 
the most extensive in the history 
of the Pan-American Life Insurance 


Company. 


They embrace four new policy con- 
tracts, intensive development of pres- 
ently occupied territory, the opening 
up of new general agencies in territory 
now unoccupied and up-to-the-minute 
ideas for assisting agents in securing 
prospects and preparing interviews. 


PAN-AMERICAN SERVICE INCLUDES: 


Educational Course 
Sales Planning Department 
Unexcelled Life Policies 
Substandard Policies for Under-average Lives 
Child’s Educational Endowment 
Group Insurance 


All forms of Accident and Health Policies 


We have several attractive openings 
for men who are not at present at- 
tached and who measure up to Pan- 
American ideals. 


ADDRESS 


E. G. SIMMONS 
Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD E. ELLIS 
President 








BUILDERS MUTUAL IS 
IN NEW HOME OFFICE 


NEW CONTRACT IS ANNOUNCED 





Craftsmen’s National Service Agency, 





Sole Representative of the Com- 


pany, Has New Plan 


The Builders Mutual Life of Chicago | 
moved into its new home office head- 
quarters this week. The company re- 
cently purchased a three story residence 
at 3221 West Washington boulevard and 
has rearranged the building to house the 
home office of the Builders Mutual Life 





and the Craftsmen’s National Service 
Agency, the agency company for the 
Builders Mutual. The new quarters 


gives the companies a considerable ex- 





tension of space at a saving of above 
$600 monthly. 
Has New Contract 
The Craftsmen’s National Service | 
Agency, which is the exclusive agency | 
for the Builders Mutual Life, has an- | 
nounced a new agency contract called } 
the “Golden Chain Contract,” which is | 
somewhat unique in ‘form. The con- | 
tract provides that each agent may write | 
business for the company and also se- | 
cure applicants for appointments as 
agents, each agent in turn securing a 
similar contract with the company. The 
commission schedule is based both on 
personal production and the production 
of agents thus secured for the company. 
Regardless of volume, the agent will 
receive 55 percent commission on or- 
dinary life and one renewal of 5 percent, 
5 percent extra being allowed for cash 
settlement on the annual basis. The 
agent writing from $25,000 to $50,000 of 
personal business will receive 60 per- 
cent for annual settlement and 5 renew- | 
als of 5 percent. 





Extra Commission 


The agent whose agency’s life bus- 
iness, the agency including all of the 
agents secured for the organization, 
amounts to from $50,000 to $100,000 will 
receive on his personal production 55 
percent graded or 60 percent annual 
settlement plus $1 per $1,000 bonus and 
ten renewals of 5 percent. In addition 
this agent will receive on the production | 
of his agents $1 per $1,000 bonus and 
the second to tenth renewal of 5 percent 
for agents writing less than $25,000 and 
the sixth to tenth renewal of 5 percent 
on agents writing $25,000 to $50,000. A 
definite schedule is announced for 
agencies of different classifications, 
those writing $600,000 and over giving 
the agent a commission on his per- 
sonal production of 55 percent graded 
or 60 percent for annual settlement plus 
$4 per $1,000 bonus and 15 renewals of 
5 percent. In addition to this he will 
receive on the production of his agents 
varying bonuses and renewals, in the 
case of the agent writing less than $25,- 
000 the agent who secured him receiv- 
ing $4 per $1,000 bonus and the 2nd to 
15th renewal of 5 percent. It is pointed 
out in the announcement that the agent 
can be assured of bonuses and commis- 
sions to equal 100 percent of all the 
first year premiums on business in force 
in his agency under this plan. In addi- 
tion to the bonuses and commission all 
agents will participate in the profits of 
the Craftsmen’s National Service 
Agency, Inc., the profit beyond a 7 per- | 
cent dividend to the stockholders being 
divided between agents and the stock- 
holders. 





Great Western’s Agency Convention 


Officials of the Great Western of Des 
Moines are making plans and arranging 
programs for the homecoming confer- 
ence and silver jubilee to be held Jan. | 
11-13. Three hundred are expected to | 
attend. Addresses by H. B. Hawley, | 
president, and others and discussions 
will take up the hours allotted to busi- 
ness. 


|of New York, 


BOOKSTAVER AGENCY IS 
LEADER OF TRAVELERS 





GIVE LUNCHEON IN NEW YORK 





Company Safely Passed the $1,000,000,- 
000 Mark in New Life Insurance 
Written in 1926 





NEW YORK, Jan. 6—At a New 
Year luncheon held here this week, 
Joseph D. Bookstaver, general agent of 
the Travelers, entertained almost 100 
friends and members of his organization. 
Arthur J. Frith, assistant superintendent 
of agencies of the company, announced 
that for the seventh consecutive year 
the Bookstaver agency led all other 
agencies of the company in production. 

e also announced that in 1926 the 
Travelers wrote more than $1,021,000,000 


| life insurance, a gain of $39,650,000 over 
| the previous year. 


The combined pre- 
mium income for all the Travelers’ com- 
panies during the year amounted to 
more than $160,000,000, which figure was 
raised to almost $180,000,000 by the in- 
vestment income, a combined total rep- 
resenting a premium gain of more than 
$23,000,000 over 1925. 


Sees Bright Prospects 


Mr. Frith said that he saw bright 
prospects for the coming year. It will 
not be an order-taking year, but he had 
every confidence that it would be a pros- 
perous one for capable agents willing to 
work hard for large rewards. He ex- 
pressed his great appreciation to all 
members of the Bookstaver organization 
for their feat in writing $1,500,000 of the 
$8,000,000 new business produced in 
Frith week, which the company recently 
set aside to commemorate his 35th year 
in its service. 


Four Million in December 


Mr. Bookstaver announced that in 
December 197 agents of his organization 
produced more than $4,000,000 of busi- 
ness and that in the course of the year 
527 members of the organization had 
been producers. Tokens of esieem were 
given to the 100 leaders last month and 
to Meyer Angstreich, who was the 
agency leader for the year not only in 
paid-for premiums but also in paid-for 
volume and paid-for applications. 


Bankers Life Schedules Meetings 


In January the Bankers Life will hold 
four schools of instruction for the 
members of the field force. The ag- 
gregate attendance is expected to ex- 
ceed 1,000. The series of schools will 
open in Miami, Fla., where members 
of the Gold Medal Club are assembled 
Jan. 5-7, for their annual meeting. On 
Jan. 10-11, 300 Bankers Life salesmen 
will meet in Cincinnati for the first of 
three two-day regional schools. The 
second school will be held in St. Louis, 
Jan. 13-14. Approximately 450 are ex- 
pected to be in attendance there. The 
last school will meet in Seattle Jan. 
19-20. 

Officers of the company in attendance 
will be: Gerard S. Nollen, president; 
W. S. Ayres, vice-president and general 
counsel; W. W. Jaeger, vice-president 
and director of agencies; O. B. Jack- 
man, assistant director of agencies; Dr. 
Ross Huston, medical director: E. Mc- 
Conney, actuary, and B. N. Mills, assist- 
ant secretary and advertising manager. 


Takes Northern Michigan Territory 


The Wisconsin agency of Mutual Life 
under Gifford T. Ver- 
million, manager, has taken over the 
upper peninsula of Michigan. The Wis- 
consin agency formerly had the north- 
ern Michigan territory but it was trans- 
ferred last year. The district agency 
system which has worked efficiently the 
past year under Mr. Vermillion will 
probably be promoted very strongly in 
that territory, as it has been in the Wis- 
consin field in 1926. * 
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CINCINNATI COMPANIES 
CLOSED. A GOOD YEAR | 





EXCELLENT GAINS ARE SHOWN | 





Union Central Life Leads With Paid 
Business of $187,000,000, Western 
& Southern Being Second 


The Cincinnati life companies have 
had a very satisfactory year. The Un- 
ion Central, with its nation wide field, 
produced the most business, $187,000,000, 
which is $3,000,000 greater than for any 


preceding year, giving a total of ap- 
proximately $1,350,000,000 in force. The 
Cincinnati agency under John L. Shuff 


and the Pittsburgh agency made splen- | 


did gains, Mr. Shuff’s business being 
surpassed only by that of the Knight 
agency of New York 


The Western & Southern which culti- | 


vates a rather small territory very in- 
tensively gained net about $70,000,000, 
putting its insurance in force over $505,- 
000,000. During the year over $100,000- 
000 was written of which $57,500,000 
was ordinary. When the exact ae 
are vailable, the net gain will probably 
prove to be one aod than indicated here. 

The Ohio National is expanding con- 
tinously. It reports about 
written in 1926 closing the year with 
some $65,000,000 in force. The Federal 
Union has been pushing for business 
steadily in recent years, and, considering 
age, has made a remarkable growth. 
During 1926 it issued about $8,800,000, 
bringing the total of insurance in force 
to about $25,750,000. The Columbia 
Life, one of the conservative and high 
grade smaller companies ran its 
in force to over $20,000,000, 
year with a production of about $: 
000. 


its 


3,500,- 


Tetal $320,000,000 


The total production of these Cincin- 


nati companies is about $320,000,000, 
with a total of insurance almost $2,000,- 
000,000. This volume, though placed all 
over the United States, is practically 
equivalent to writing an $800 policy on 


every inhabitant of Cincinnati, increas- 
ing the amount of insurance on each 
life to $5,000. 


There is a feeling of confidence with 
respect to the year of 1927. All the 
companies are going ahead with their 
plans for development, and believe that 
1927 will join 1926 in making a better 
showing than any year preceding. 


FRANK A. GORDON APPOINTED 


Will Manage New General Agency 
Opened by Union Central Life 
at Peoria 


The Union Central Life has opened 
a new general agency at Peoria, IIL, 
having appointed Frank A. Gordon as 
manager. Mr. Gordon is one of the 
younger general agents, being only 32 
vears old. He is an Illinoisan by birth 
and graduated from the University of 
Illinois after two years’ service overseas 
during the war. Upon graduation he 
made a connection with the Cudahy 
Packing Company, being produce man- 
ager. In 1924 he became interested in 
lite insurance and joined the group de- 


$19,000,000 | 


total | 
closing the | 


| PHOENIX MUTUAL LIFE 


WILL PROVIDE RETIREMENT 


ADOPTS PENSION PLAN | 


| 


| Arrangements Take Service and Quality | 


of Business Into Consideration 
—Disability Also Covered 


HARTFORD, Jan. 6.—An old age 
annuity and total disability plan has been 
| installed by the Phoenix Mutual Life for 
| its entire selling force, effective Jan. 1. 
A plan has been arranged to provide for 
the retirement of the agents at age 65, 
if they so desire, and the payment of an 
income during total disability. 


Cases for Retirement 


The plan adopted by the Phoenix Mu- 
tual Lite provides three credit points for 
each agent for each year of service under 
the company’s standard full time con- 


| tract before the age of 65. For each | 
year of service after age 65, he is to 
| have points and for the benefit of the | 
| present organization, for each year otf 
| similar service prior to Jan. 1, 1924, the 
agent is to receive one point per year. 
At age 65 the agent does not have to 


cease work if he does not wish. Auto- 
matically he becomes entitled to an 


follows: 


in- | 


come and it is determined as 

The total sum of the points he has | 
earned through his years of service are 
multiplied by the percentage of his 
| policies that have remained in force for 
jten years. The result represents the 


percentage of his renewal 
will be guaranteed to him for life, 
vided he has served the company 
least 20 years. This guarantee 
fall blow 50 percent of his average 
newal income during the preceding 
years. 


pro- 
at 


re- 
ten 


President Welch Comments 


| In commenting on the plan, President 
| A. A. Welch said: “My company em- 
plovs only full time men who have been 
carefully selected and thoroughly trained 
for their work and as a result we have 
a comparatively small, compact organ- 
ization of experienced and expert in- 
| surance counselors. Naturally the rela- 
tions between home office and field are 
close and cooperative. Our rate of com- 
| pensation is actually lower than that 
paid by any other company to its repre- 
sentatives, but in return we furnish our 
men with numerous selling aids and field 
| service that enables hom to earn more 
money because of a greater volume of 
business produced by each man. 
“Salesmen everywhere dream of some 
day being t 
the factory and being given a steady job 
during their declining years. But that 
| dream is seldom realized. Yet with our 
plan we shall do even more for our 
men. At age 65 those who have served 


our payroll permanently and they will 
also be free to continue their selling ac- 
tivities. With money worries eliminated, 
the chances are that their usefulness 
| will be extended many years.” 


TAYLOR RENEWS FIGHT 
AGAINST THE BROKER 


(CONTINUED FROM PAGE 1) 
man think and wonder where 
headed for.” 


Rumors Reach the Public 





| tive 
are 


we 


partment of the Aetna. He took the 
company’s home office training course 
and went to Peoria where he has since | 


been home office representative and 
group manager for Illinois. The estab- 
lishment of the Peoria office gives the 
company three strong general agencies 
in the state at Chicago, Polo and Peoria 


Aetna Life Men in Chicago 


President Morgan B. Brainard 
Vice-president Kendrick A. Luther 
the Aetna Life are in Chicago this week. 
They are visiting the Aetna Life offices. 
Manager S. T. Whatley of the life de 
partment in Chicago gave a dinner last 
evening in honor of the two officials 





and 


of | 


The forebodings of these clear-think- 
ing and fearless executives are beginning 
to reach the public through the daily 
press. This statement is supported by 
the fact that only recently one of the 
| leading daily newspapers in this coun 
try ran a column editorial on the re- 
port of a state insurance commissioner 
in which the officers of one of our most 
spectacular companies were charged 
with conduct that raised the question of 
their criminal liability because of false 
statements contained in a report made 
to the department. With such condi- 


income that | 


cannot | 


taken into the home office or | 


tions threatening the business which an | 


the company 20 years will*be placed on | 


c 
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DON L. STERLING 


DALLAS, TEXAS 


President Texas Life Underwriters Associa- 
tion, Former Ist Vice President, National 
Association of Life Underwriters. 


SAYS— 


‘Iam very pleased with the Dallwig Record 
and doubt if it could be improved upon. You 
are due a lot of credit for devising the per- 
manent record.”” 


START THE NEW YEAR RIGHT 


with the 
DALLWIG RECORD’ 


POLICY AND 
COMMISSION 
For the purpose of planning your annual expense 
budget: 


Do you know how much business you wrote in 1926? 


Do you know what first year deferred commissions 
are still due you on that business? 


Do you know the total renewal commissions due you 
each month on all business you have 
written to date? 


You can start the new year with a simple, and now well estab- 
lished Record of your personal life insurance production that 
will be complete, business-like and extremely helpful in your 
daily work for years tocome. The “‘DALLWIG POLICY AND 
COMMISSION RECORD” will do this for you in the simplest 
and most economical way. It is easily kept up to date. 
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much lost motion by com- 
bining six different records 
on one lixl4 ledger sheet. 


P. G. DALLWIG, 112 WEST ADAMS STREET, CHICAGO 


EXCLUSIVE DISTRIBUTOR 
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“Life Payments Localized” 


A Special Number of 
The National Underwriter 


OOO 


Listing by name in each community the life insurance paid 
during the year by all the companies, where the total on one 
life amounts to $10,000 or more. 


This special number shows what Life Insurance does for 
the protection of families in Your community. Big claims 
and little ones are included. Each annual edition has more 
big claims, showing how rich men use life insurance to pro- 
tect their estates. Each edition also has a growing number 
of smaller claims over $10,000, showing how families are pro- 
vided for by life insurance. 


Your local newspaper undoubtedly will give the “high 
lights,” but every agent can make this special number pay big 
returns aS a canvassing document. It is so used by 50,000 
agents every year. Send in your order so as to get it as early 
as others. Your customers will be interested in this great 
annual list and will ask you about it. It is the great visible 
demonstration of the value of life insurance. Every agent 
needs it. Price, 75 cents per copy. 


Send in subscriptions. Every subscriber to The Na- 
tional Underwriter, Life Insurance Edition, will get this 
great special number without extra cost. Subscriptions 
should be sent in at once so as to secure the current issue, 
soon to be published. General agents should see to it that 
their agents subscribe to the Leading Life Insurance Weekly 


—$3 a year. 


OOO 


The National Underwriter 
[ Life Insurance Edition | 


80 Maiden Lane 
New York 


1362 Insurance Exchange 
Chicago 








insurance specialists against those with 
whom life insurance is incidental to an- 
other line. 

Solicit the Business 


There is abundant evidence on all 
sides that both general agents and man- 
agers with company approval not only 
accept this character of brokerage busi- 
ness, but they actively and continuously 
solicit it. There can be no criticism of 
the brokers as the evil is born of the 
active and aggressive initiative of the 
life insurance companies, managers and 
general agents. In fact, it is notoriously 
known that home office officials have ac- 
tually gone over the heads of their 
agents and written business that had 
been developed by their agents, ignor- 
ing the agent in the business. They are 
also making contracts with and paying 
commissions to officers of large business 
concerns where large lines of insurance 
are taken out. 


Go Over Agents’ Heads 


army of purposeful men and women 
have chosen as a means of dedicating 
their lives to a noble service of humanity 
is it not time to stop, look and listen? 


Alms Attack at Practice 


Believing as I do that it is the part 
of wisdom for life insurance executives 
to forestall legislative investigations and 
avoid public suspicion and hostility by 
adhering to sound underwriting prin- 
ciples, honest administrative methods 
and fair field practices, I introduced at 
the Atlantic City convention a resolu- 
tion aimed at one of the most demoral- 
izing practices in the field of underwrit- 
ing, which was as follows: “Whereas, the 
practice of accepting insurance from 
brokers contributes to the volume of 
business written by the company, but 
robs the professional life insurance man 
of the fruits of his labor in a harsh and 
unjustifiable manner; therefore, be it re- 
solved that itis the sense of the members 
of the National Underwriters Association 
in convention at this Philadelphia-At- 
lantic City meeting, 1926, that the com- 
panies indulging in such practices should 
discontinue same at once and accept bus- 
iness only from its own agents, except in 
cases of legitimate surplus business.” 


Viewpoints Are Different 


Let us make it clear that by a life in- 
surance broker we mean one who will 
place insurance in any company that a 
prospect expresses a preference for if | that; we are entering into written agree- 
the company will accept the business | ments with these groups that we will 
and to whom as a rule life insurance is | accumulate the commissions that would 
wholly incidental to a general line of | etherwise go to an agent and will pay 
insurance. The broker’s boast is that| the savings to the members of that 
he represents no company but has con-| group in increased dividends. We are 
nections with many companies. Let us | making contracts direct with the home 
state in the outset that this is not an at- | office, protecting our own agents, if we 
tack upon the insurance brokers, as/ can, but getting the business over the 
such, for general insurance brokers have | heads of our agents if that is necessary 
in their ranks men of the highest integ- | to control it.” 
rity and character. The only issue in- Minimise Agents’ ltmpertance 
volved is whether life insurance com- 
panies and general agents and managers Thus it appears by their own admis- 
are best serving the insuring public, ad- | sions that companies are following prac- 
vancing the interests of their companies | tices that not only rob their agents of 
and giving to their loyal agents, who are | commissions to which they are justly en- 
devoting their best efforts to life insur- | titled but what is worse, indulging in 
ance work, the protection and encourag- practices calculated to humiliate them by 
ment they are entitled to when they ac- | Minimizing their importance in the opin- 
cept business from brokers. The train- | ion of the type of business men who are 
ing of the general insurance broker and | large buyers of insurance. Is it any won- 

der that in so many quarters life in- 


the life insurance salesman are so en- 
tirely different as to make their view- | surance agents are looked upon as unim- 
point wholly irreconcilable. pestnst —y yn gen be 
submit that such an attitude is harsh an 
=e Says @ Cnpey unfair if not dishonest treatment of an 
The broker recognizes no loyalty to| agency force, and in time if continued 
the ideals and traditions of any one com- | will drive every self-respecting man out 
pany nor has he any conception of the | of the business. If the honest life in- 
necessity for that constant watchfulness | surance agent gives his best efforts to 
required to give clients the full measure | his company, should not the companies 
of service to which they are entitled | first concern be the support and protec- 
as policyholders, if their life insurance | tion of the agent? 
is to play the important part in their Appeal to High Grade Men 
business and domestic relations of which 
it is capable and for which it is designed. Much has been said and written about 
In fact, life underwriting has reached | life insurance salesmanship as a profes- 
such proportions in its requirements that | sional career by company executives, 
no man has the time, strength and men- | general agents and managers. Courses 
tal capacity to do justice to the business | are being offered, companies are featur- 
if his time is divided with other lines | ing insurance classes, and the leading 
of insurance. If one asks for evidence | colleges and universities are offering 
of this, it will only be necessary to in- | courses of wide range and great thor- 
spect lines of insurance placed by brok- | oughness. These efforts have made a 
ers to learn how the interests of policy- | strong appeal to a type of young man 
holders have been neglected by failure | who has hitherto looked with disdain on 
to arrange settlements that will effect | life insurance salesmanship as an occu- 
the desires of the insureds, and protect | pation, but in their wild scramble for 
their estates from the ravages of state | business life insurance companies are 
and federal taxation. failing to give to this promising class of 
Not Familiar With Practices | prospective salesmen _ the protection 
| which they would find in the sordid field 
Where brokers have placed insurance, | of commercialism. On account of this 
as is their custom, in any number of | unfortunate attitude men of this class 
companies it is impossible for them to | are beginning to question the sincerity 
have that familiar knowledge of com-| of life insurance companies and a re- 
om practices that is necessary to give | action is beginning to set in. 
the best service to policyholders, and it | 
is because this character of work can Waste Sine Cypestuntty 
only be done by the life insurance spe-| There lies at hand the greatest op- 
cialist, and in the last analysis must be | portunity life insurance companies have 
done by him, that he resents his gen- | ever had to build agency forces from the 
eral agent or manager accepting busi- | ranks of the young men of this coun- 
ness from brokers. If the life insurance try who are looking for an occupation 
specialist is the crusader who popular- | which enjoys professional recognition, 
izes the company and creates a demand | and at the same time sanctions solicita- 
for the business, he is entitled to the | tion of patronage, thus enabling a man 
commissions as compensation for his | to regulate his income by the measure of 
work, This is a fight of professional life (CONTINUED ON NEXT PAGE) 


A short time ago, a committee from 
an underwriters’ association investigated 
a complaint that companies were using 
group, wholesale and other lines to deal 
directly with the buyers. During the in- 
vestigation by the committee a vice- -pres- 
ident of one of the leading companies iz 
this country came before it and not only 
admitted they were doing it, but he said 
in substance: “We are doing more than 
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NEW DEPARTMENT HEAD 
N IS NOT YET SELECTED 


REPORT FRICKE THE FAVORITE 





Many Rumors as to Appointment of 
Wisconsin Commissiqner, Former 
Incumbent Being Favored 





MADISON, WIS., Jan. 5.—Following 
inauguration of Governor-elect Fred 
Zimmerman Monday, further rumors 
have arisen concerning the office of in- 
surance commissioner. 

Late reports are that Dr. W. A. 
Fricke, former insurance commissioner 
and now associated with the Wisconsin 
department, is the strongest candidate 
in the field to replace the present com- 
missioner, Olaf H. Johnson, who has 
been filling the vacancy left by Stanley 
Smith who resigned last June. The un- 
expired term which Commissioner Jdhn- 
son is now holding runs until July, 1927. 

Pushed by Milwaukee Interests 


Milwaukee interests, it is said, are 
booming Dr. Fricke for the interim ap- 
pointment. He has been close to insur- 
ance interests in the state and in the 
insurance department for several years, 
and is regarded as being one of the 
leading authorities on the business in 
this section of the country. He took no 
active part in the last political campaign 
which swept Governor Zimmerman into 
office with a big majority. 

Some reports have it that the present 
commissioner will be presented to the 
legislature for confirmation for the in- 
terim, but it is rather doubtful whether 
Commissioner Johnson can muster suffi- 
cient strength in the legislature to have 
that body approve him for the position. 

Another candidate who is reported to 
stand a good chance for the appoint- 
ment, according to his friends, is Wil- 
liam Pierstorff of Madison, at present in 
charge of the state fire fund in the in- 
surance department. Fred M. Smith, lo- 
cal agent and attorney at De Pere, mem- 
ber of the firm of Smith & Smith, is also 
seeking the office. 





RENEWED BY C. B. TAYLOR 
(CONT'D FROM PRECEDING PAGE) 
his activity. These men are educated 
and have been trained to view life in 
terms of dignity and service as well as 
pecuniary rewards. They are too 
shrewd to be deceived by bad practices 
and too independent to temporize with 
insincerity. To them life insurance 
salesmen will be professional men en- 
joying their respect or pretentious huck- 
sters with whom they will not frater- 
nize. One professional man of this type 
with selling ability, as every experienced 
salseman knows, is worth five of the old 
rule of thumb type, and if life insurance 


companies fail to rise to this opportu- 
nity, it will be a calamity to the busi- 
ness. 


Fight for Commissions 


In the past, life insurance agents have 
given little thought to the ethics of the 
business or the type of man in the busi- 
ness, but if the successful agent of the 
future is to receive professional recog- 
nition he will be as much concerned 
about the character of membership of his 
association as the doctor and lawyer are 
about the membership of their medical 
societies and bar associations, and he 
will not long submit to being deprived 
of his commissions on policies placed by 
brokers with his company for which he 
created a demand. In other words, in- 
surance companies will not be able to 
hold an agency force together which is 
part professional and part brokerage. It 
will eventually be all one or the other, 
and the survival of the broker means 
the passing of the professional sales- 
man. 

If every life insurance agent in this 
country would write his company point- 
ing out the grave injustice of this sys- 





tem, I am persuaded that home office of- 
ficials would speedily remedy the evil, 
and life insurance salesmanship would 
ffhd its place securely intrenched as a 
profession of honer and profit. My firm 
has refused to accept hundreds of thous- 
ands of business from brokers in order 
to protect our agency force, and in so 
doing have temporarily sacrificed thous- 
ands of dollars in commissions, but we 
are sure that in the long run such a 
course will be best for the agents, gen- 
eral agents and company. 


Metropolitan Appointments 


The Metropolitan Life announces that 
Daniel H. Gass, inspector at the Cana- 
dian head office at Ottawa, has been 
appointed acting manager of the Cana- 
dian territory. Murray J. Fischer, man- 
ager at St. John, New Brunswick, has 
been made general assistant manager of 
the metropolitan district of New York. 


Sun Life to Increase Capital 


Notice is given that the Sun Life of 
Canada will apply to parliament at its 
present session for an act amending its 
act of incorporation, by increasing its 
capital stock, defining and limiting the 
proportion of its profits which shall ac- 
crue to shareholders, and altering cer- 
tain restrictions. 








—— 





manency. 


The Penn Mutual Life Insurance Company 


Celebrate With Us 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 


Philadelphia, 


Organized 1847 


Contracts 


Pa. ) 
































Medical. 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Il., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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CONWAY BUILDING 


111 West Washington Street 
CHICAGO 
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WE ARE PLEASED TO OFFER 


Insurance companies, branch offices and general 
agents attractive office space in this building. 


Also one entire floor containing 21,000 square feet 
is available. 


Location, equipment and service unsurpassed. 





WiuuuaM S. Pyr, Manager 
Room 1243 Phone: Franklin 4850 














representative of 


ithe Mutual 


























Mr. Life Insurance Agent 


You have provided for you prospect's 
family after he dies, 














BUT 

Have you guaranteed him an income WHILE HE LIVES? 
What would happen to his income if he were suddenly injured or 
taken sick? Why not complete your client’s protection by insuring 
his income with one of the oldest exclusive Accident and Health 
Companies in the field? 

Splendid territory, liberal commissions, excellent claims serv- 
ice, financial stability—in fact everything necessary to GUAR- 

For detailed information write today to 
Agency Department. 


NATIONAL CASUALTY COMPANY 


DETROIT, MICHIGAN W. G. CURTIS, President | 








AS SEEN FRO 








JOURNAL OF COMMERCE CHANGE 


An event of importance in newspaper 
| circles was the purchase in the closing 


days of 1925 of the “Journal of Com- 
merce” and of the “New York Com- 
mercial,” both of New York, by in- 


terests represented by Bernard H. Rid- 
der, Joseph E. Ridder and Victor F. 
Ridder, long well known and success- 
ful publishers of New York. The two 
papers have been consolidated and are 
now being issued as the “Journal of 
Commerce and Commercial Bulletin 
and Commercial.” 

soth the “Journal of Commerce” and 
the “New York Commercial” were old 
established papers, the former having 
been launched over a century ago. The 
“Journal of Commerce” absorbed the 
| “Commercial Bulletin” many years ago, 


| securing thereby the fine insurance news 


service of the latter together with the 
services of Sumner Ballard, who was 
largely responsible for its upbuilding. 
Mr. Ballard remained with the enlarged 
publication until 1900, when he retired 
from newspaper work to devote himself | 
solely to his extensive insurance in- 
terests. He is now president of several 
important reinsurance companies and 
unquestionably one of the wealthiest of 
present day underwriters. As editor of 
the insurance department of the “Jour- 
nal of Commerce” Mr. Ballard was suc 


ceeded by W. S. Crawford, who not 
only sustained the high news service | 
developed for the paper by his predeces- 


sor, but considerably amplified it. The 
“New York Commercial” endeavored 
from time to time to get a foothold in 
the insurance newspaper field, but never | 
succeeded. Under the new ownership it | 
is pledged that “the well established 
editorial and news policies of the ‘Jour- 
nal of Commerce’ will undergo no 
change,” while “every effort will be | 
made to sustain and strengthen its posi- 
tion as a non-partisan independent 
business.” 

* x 

TAYLOR TO JOIN CUNNINGHAM 

Harold L. Taylor, formerly secre- 
tary-treasurer and now president of the 
University Life Underwriters Associa- 
tion of New York, will shortly join the | 
Philip D. Cunningham agency here of 
Life of New York. 
1923, when he was graduated from the 
life insurance training course at New 
York University, Mr. Taylor has been 


Since 


| associated with C. W. Anderson & Son. 


general agents here for the State Mutual 
Life. Mr. Taylor first entered the life 
insurance business after the war. He 
served in the Seventh New York Regi- 
ment and later as a pilot in the air force. 
Although scarcely a vear old, the Cun- 
ningham agency has made rapid prog- | 
Manager Cunningham and his as- 
sistant, Ralph H. Waldo, have been 
very successful in building up a full- 
time agency staff of large producers and 
plan still further expansion. 
* * * 


ress, 


VALUE OF HUMAN LIFE 


Human life in the United States at 
the present moment has an economic 
value of $2,000,000,000,000. This is the 
estimate given by actuarial experts be- 
fore the recent meeting of the American 
Statistical Association at St. Louis. 
This almost unthinkable figure means 
that the present life energies of the na- 
tion may be counted upon to create five 
times the present national wealth, which | 
amounts to $400,000,000,000. It also 
means that the wealth-producing capaci- 
ties of average Americans is estimated 
at somewhere between 20 and 25 times 
their combined annual incomes, which 
total $80,000,000,000. It means that the 
average citizen has a per capita value of 
approximately $17,500—an average of al- | 
most $20,000 for every male and about | 
$15,000 for every female in our popula- | 
tion of approximately 115,000,000. What | 
was not said at the meeting of the Statis- 


ms | C2! Association is that life insurance is 





BY G. F. WILLISON 
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|}the only absolutely sure method yet 
|}evolved for actually capitalizing the 
economic value of these tremendous life 
energies of the nation. 


oa q 
GET ACCIDENT PRIZE 


The Hart & Eubank agency here of 
the Aetna Life not only sells life in- 
surance in vast amounts but seemingly 
can sell everything else as well. In a 
six-weeks’ competition with the New 
York office of the casualty department 
of the Aetna Life, which challenged the 
agency to run a race in the production 
of new accident business, Hart & 
Eubank ran away with the prize, a large 
and handsome bronze cup. Also, two 
out of the three individual prizes offered 
were captured by members of the 
agency—T. A. Reed winning the first 
prize and J. McKay the third. 

x * * 


BOOKSTAVER EXTENDED GREETINGS 


Joseph D. Bookstaver of the Travel 
ers invited the members of his agency 
and many friends to a large luncheon 
in a private dining room at Hotel Penn- 
sylvania on Monday so that he might 
personally extend the season’s greetings 
to them and wish them luck and suc- 
cess in the New Year. 


* + . 
PUSH TRUST COMPANY COOPERATION 


The movement toward trust company 


| cooperation in creating life insurance 


estates is rapidly gaining momentum 


|} among the larger and more progressive 


that the 
con 


observe 
and trust 


here. They 


great life companies 


| panies have developed phenomenally side 


by side in the past ten years and sense 
the fact that they must logically and in 
evitably combine their services in the 
protection of the great and growing 
estates created through liie 
insurance. A most significant step is 
the plan of cooperation announced re 
cently by the Hart & Eubank agency 
of the Aetna Life and the Guaranty 
Trust of New York. One main feature 
of the plan is the course in trust com 
pany cooperation they intend to offer all 
interested agents and brokers. The 
course, which will be held in the Hart 
& Eubank agency, will open Jan. 20 and 
will run for three months. Lectures by) 
prominent trust officials and life under 
writers specializing in the field have al 
ready been arranged for. 
Statement by Trust Company Man 


The willingness of trust companies to 
cooperate in such schemes is well set 
forth in a public statement made by 
Vice-President M. P. Callaway of the 
Guaranty Trust. “We believe,” he said, 
“that one of the next great steps to be 
taken in financial service to the public 
will be a combined and _ cooperative 
service by life insurance and trust com 
panies. Insurance companies themselves 
have developed sound, practical plans 
for the conservation of the proceeds of 
life insurance policies and the payment 
of monthly incomes to beneficiaries, and 
trust companies, with their well devel- 
oped facilities for the management ot 
property and their close personal contact 


with trust beneficiaries, believe that 
they are able to contribute an added 
advantage. 

“Through the life insurance trust, 


which is created by an agreement be 
tween the insured and the trust com- 
pany, the procee's of life insurance pol 
icies can be amply protected and at the 
same time made fully available to bene- 
ficiaries to whatever extent and in 
whatever manner the insured may 
to specify. 


care 


Adds to Protection 


“This ability on the part of the in- 
sured to throw around his insurance 
proceeds the same type of protection 
that he creates for his general estate 
under his will, and vet not lose the 
advantage of having his insurance avail- 
able when and as needed by his de- 
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pendents, is the outstanding contribu- 
tion of trust companies in the adminis- 
tration of insurance funds. 

“There is, in our opinion, no element 
of competition between insurance com- 
panies and trust companies in this mat- 
ter. The fields for service under 
insurance company income plan and the 
trust company plan are almost unlim- 
ited, and each has its distinct place.” 


No exclusive agreement exists be- 
tween the agency and the Guaranty 
rrust. The educational and promo- 


tional work they have undertaken is a 
truly cooperative effort. 

“The Guaranty Trust,” said Vice 
President Callaway, “is prepared to co- 
operate impartially with all insurance 
agencies in any practical way for the 


promotion of life insurance trusts, and 
does not under any circumstances un- 
dertake to recommend one agency in 


preference to another. We believe that 
any insurance agency that is willing to 
cooperate with us on any basis as 
definite and practical as that in which 


the | 
| Thus, in 


the large amounts of credit necessary 
to keep the business going would be 
done away with. After some hesitancy 
the man took out a policy for $300,000, 
making the business the beneficiary and 
charging the premium to it as overhead. 
the event of his-death and the 


probable collapse of his business, his 
creditors could rely upon that amount 
|} at least. When this fact became known 


Hart & Eubank are working with us, | 


business 
on our 


full share of new 
recommendation 


its 
any 


will get 
without 


part, and we feel further that any trust | 


company which is thoroughly prepared 
to cooperate fully with insurance in- 


terests for constructive development of | “epee : 
| ventable case of misery and want. If 


this business will receive its full share 
of the new business created as a natural 
result of its cooperation.” 

Hart & Eubank’s Position 


Hart & Eubank believe that the 
whole movement toward greater coop- 
eration with trust companies might 


suffer from a false impression that co- 
operation involves exclusive arrange- 
ments between trust companies on the 
one hand and particular life companies 
or agencies on the other. 

“The great movement for closer co- 
operation between life insurance organ- 
izations and trust companies,” it is their 
cpinion, “will attain its greatest momen- 
tum only if the trust company main- 
tains the utmost freedom and im- 


to the trade, the man had no more diffi- 
culty in obtaining the necessary credit 
with which to continue his business.” 


* ‘ 
ASSISTING CITY GOVERNMENT 


Richard A. Hohaus, actuary of the 
Metropolitan Life, Nelson B. Hadley 
and Rainard B. Robbins, actuaries of 
the New York state insurance depart- 


ment, are among the prominent experts 
who are serving on a special committee 
assisting Comptroller Berry in his ef- 
forts to place the city’s numerous pen- 


| sion systems on a sound actuarial basis 


* 


* : ' 
LIFE MAN’S RESPONSIBILITY 


Dr. Charles J. Rockwell recently de- 
clared that every agent is morally re- 


sponsible for the welfare of every 
| woman and child in his territory. He 
lis morally responsible for every pre- 


|!a man dies in his territory leaving his 


partiality in respect to its cooperative | 


action with life insurance organization, 
and eliminates exclusiveness and par- 
tiality entirely from such 
and similarly if the life insurance or- 
ganization does not tie itself up to any 
one trust company, but extends the 
same cooperation to all trust companies, 
leaving the matter of the selection of 
trust company entirely to the discretion 
of the clients. It is in this spirit that 
we are entering upon our program of 
cooperative effort, and it is in this spirit 
that the Guaranty Trust Company and 
the other trust companies interested, are 


cooperation, | 


family impoverished, an agent's con- 
science cannot be clear unless he knows 
that he did everything within his power 
to sell that man adequate protection for 
his wife and children. The responsi- 
bility is a great one, obviously, but no 
one ever claimed that life underwriting 
was without heavy responsibilities. 
7 


DUNSMORE AGENCY'S RECORD 


The members of the W. J. Dunsmore 


agency of the Equitable Life of New 
York City did a clever piece of work 
one day when 43 men brought in 110 
applications for $784,000 business. Dec. 


20, which is Mr. Dunsmore’s 27th birth- 
day anniversary, they surprised him by 
bringing in 27 applications for a total 


of $254.750. Mr. Dunsmore says: 
“The men, in order to make their 
1927 allotment more valuable, have 

|analysed their 1927 records in accord- 


ance with the subijoined chart and have 


| set their quotas with a thought of keep- 


entering -upon the movement through- | 


out the United States.” 
~ * 
VALUB OF BUSINESS INSURANCE 
Life insurance as a credit asset re- 
ceived this notice recently on the mer- 
chants’ page of the New York “Times”: 
“The chief figure in this incident which 


furnished another example of the value | 


of life insurance as business insurance 


was a man at the head of a fine busi- | 


ness, which had assumed such propor- 
tions that a line of $300,000 to $400,000 
credit was required at times to keep 
things going. The man in question was 
a genius in his way, being endowed with 
a kind of sixth sense as to what would 
sell and when it would sell. The busi- 
ness grew very rapidly, but it was so 
essentially a one-man proposition that 
several houses from which goods were 
hought began to get uneasv about ex- 
tending so much credit. The turnover 
of the buying concern’s goods was fairly 
rapid, however, and bills were being dis- 
counted right along until a reaction in 
business forced the carrying of stock 
which heretofore had sold quite rapidly. 
This resulted in the firm becoming slow 
pay. Friendly examination of the books 
brought out the fact that matters were 
in favorable shape except for one thing 
—the entire success of the business 
rested upon the abilitv of this one man 
to carry on personally. If he could, 
there was no cause for worry. If he 
didn’t, anything might happen. 

“The suggestion was offered him that 
if he took out a substantial life insurance 


ing this experience in mind. It is 
easier for a man to increase his business 
from year to year if he analyzes where 
he gets it from and which channel pro- 


duces the best results for him.” 
Method 

1—Personal. 

2—Cold Canvass 

3—Telephone Medicals. 

4—Telephone Appts. 

5—Center of Influence (social con- 
tacts). 

6—Endless Chain 

7—O!d Policvholders. 

s—Circularizing (Number of letters). 


9—Helping other agents 
Total. 
With this is the 


1927 allotment 


1926 volume and the 


LOESCH GETS TRAVELERS 


George Loesch, formerly metropolitan 
general agent for the Manhattan Life 
and now a member of the Loesch Asso- 
ciates, an organization affiliated with the 
Hart & Eubank agency here of the 
Aetna Life, has received an appointment 
as general agent for the Travelers. With 
a dozen or more of his present associates 
Mr. Loesch plans to open an office up- 
town as soon as the necessary arrange- 
ments can be completed. 

* * x 
BIG GROUP POLICY 


The Continental Baking Corporation 


| has taken out group insurance ageregat- 


ing $10,006,000 on its 10,000 or more 
employes and an equal amount of insur- 
ance covering accidental death, dismem- 
berment and weekly’ benefits for 
non-occupation, health and accident, ac- 
cording to an announcement made bv 
the Metropolitan Life. The plan, which 
is of the contributory type. provides 
employes with life insurance varying 
from $500 to $1,000 according to salary 
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This Company offers additional prospects by issuing policies on men, 
women and children. With the exception of the disability clause, 
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Maybe you have overlooked this most profitable class oy 
THINK IT OVER. WOMEN AND CHILDREN ADDED TO 
LINE WILL TRIPLE YOUR PROSPECT LIST. 


Liberal Agency Contracts 
Good Territory in 
ILLINOIS, OHIO and TEXAS 





ects. 


OUR 


KASKASKIA LIFE INSURANCE CO. 


HOME OFFICE 
SHELBYVILLE, ILLINOJ[JS 


































































































14 THE NATIONAL UNDERWRITER January 7, 1927 
and with accident and sickness benefits| plan providing individual policies of Dividends— — 
. : Age Prem. Ist 2nd 3rd 5th 10th 15th 20t 
ranging from $7 to $20 a week payable | from $500 to $1,000 each, depending| 4°)... i725 «41018 «iit i153 1237 1489 1765 20.58 
from the 8th day of disability for a| upon length of service, has been written | 45 ...........-0+eeeeeee 48.52 10.42 11.41 11.81 12.69 15.25 18.02 20.98 
maximum period of 13 weeks. The Met-| on the employes of the Electric Bond GE ureverenvcscenecesens we rey 4 hy Larry re ay ora 
ropolitan also announces that a group ' and Share Company. 52:8 1127 1231 12.77 13:74 16.41 19:20 22.24 
= 1.62 12.67 13.14 14.14 16.83 19.61 22.68 
1.98 13.05 13.53 14.55 17.26 20.06 23.13 
NEWS ABOUT LIFE POLICIES Bie HEM TE RS IRIS ELoe Ete 
; 7 14.4 15.4 ’ 21. 24. 
3.21 14.33 14.86 15.90 18.66 21.57 24.58 
r - toe Vek 2 ol Ch 3.67 14.81 15.35 16.40 19.14 22.08 25.08 
sok 3 M ivi alues, and a an in 4.1 15.32 15.87 16.9 19.71 . 25.61 
Sa ty Premium gy idends, Surrender he “Uni oe | 4.74 15.88 16.41 17.51 20.33 23.20 26.17 
icy Literature, Rate Books, etc. Supplementing the ique Manual- - - - 
a - a a , - : - 5.33 16.45 17.00 18.08 20.97 23.82 26.76 
pains, ad inte ou: Published Pw May and April respectively. 5.99 17.12 17.64 18.70 21.65 24.45 27.44 
-2V an . respectively. 6.69 17.82 18.34 19.38 22.31 25.09 28.15 
7.45 18.58 19.13 20.19 23.05 25.77 28.91 
. Year Endowment 
a) ee 7.34 $8.36 $8.81 $9.81 $12.91 $16.66 $21.14 
Mutual Life’s New Dividend Scale T4l S43 “888 BBR 1297 1672 21-20 
The Mutual Life of New York has, ing to the experience of the different 7.56 8.57 9.02 10.02 13.12 16.86 21.33 
: s h licy § diff 7.64 8.66 9.11 10.10 13.20 16.94 21.41 
announced its 1927 dividend schedule, | policy forms and at different age groups. bp ace ase (sans «anes «(1088 
showing a slight increase over the 1926 The cash dividends at $1,000 for the ¥ 781 8.82 926 1025 1335 1724 
schedule, notably on ordinary life. The | principal policy forms and at stated in- % 7.90 8.91 9.34 10.33 13.43 17.29 
new schedule is a readjustment accord-! tervals are as follows: 48.18 7.97 8.98 9.42 10.40 13.51 17.34 
e J oa Sa 808 9.08 9.52 10.51 13.61 17.39 
nary e 8.17 9.18 9.62 10.60 13.70 17.45 ee 
Dividends 8.26 9.27 9.70 10.68 13.78 17.50 23.41 
1st 2nd 3rd 5th 10th 15th 8.33 9.33 9.76 10.74 13.83 17.55 23.43 
$5.04 $5.63 $5.64 5.69 $6.12 $6.69 8.42 9.41 9.85 10.82 13.90 17.62 23.47 
5.09 5.69 5.70 5.77 8.20 6.79 8.50 9.50 9.93 10.90 13.97 17.69 23.51 
. . . . . 6. 8.57 9.57 ’ 9 02 7.7 23.5 
521 5.81 682 588 6.37 7.01 See 6 96s «10007 «nO «ATO tS BBSS 
5.26 5.87 5.88 5.96 6.46 7.12 8.70 9.70 10.13 11.11 14.17 17.90 23.63 
5.33 5.93 5.95 6.03 6.55 7.24 8.76 9.77 10.21 11.19 14.25 17.99 23.68 
5.40 $.00 6.02 6.10 6.65 7.36 8.83 9.84 10.28 11.26 14.34 18.07 23.72 
4 . -09 © : . “4s 8.90 9.90 10.34 11.33 14.41 18.15 23.76 
— ¢& G2 rt Sy 8.98 9.98 10.43 11.41 14.50 18.25 23.82 
5.62 6.23 6.25 -36 : . 9.06 10.07 10.52 11.51 14.61 18.35 23.88 
5.70 6.32 6.35 6.45 7.10 7.87 9.15 10.17 10.61 11.61 14.72 18.46 23.94 
5.79 6.41 6.44 6.56 7.22 8.01 9.24 10.25 10.71 11.71 14.83 18.57 24.00 
k . f . i . 9.35 10.37 10.82 11.83 14.96 18.71 24.06 
5.98 6.60 6.64 6.77 7.47 8.31 9.47 10.49 10.96 11.97 15.09 18.84 24.15 
6.08 6.70 6.74 6.89 7.60 8.48 9.59 10.63 11.10 12.11 15.24 19.00 24.23 
6.19 6.82 6.87 7.02 7.74 8.66 . 9.72 10.76 11.23 12.25 15.39 19.14 24.32 
6.26 €.90 8.95 7.12 1.87 8.83 233 9.87 10.91 11.38 12.41 15.56 19.31 24.41 
6.35 99 J A .02 9. 2a 1 11 3 2.57 & or am 
643 7.08 «7:15 «7.85 818924 10.49 1016 «1021 188 1375 18oe ses Shee 
6.51 7.18 7.26 7.47 8.34 9.45 10.75 10.33 11.39 11.89 12.95 16.16 19.85 24.73 
6.62 7.28 7.37 7.60 8.52 9.68 11.05 10.51 11.58 12.08 13.16 16.38 20.04 24.86 
6.73 7.40 7.49 1.73 8.70 233 11.35 10.71 11.79 12.30 13.39 16.62 20.24 25.00 
: 7.52 62 3 f : e 10.92 2.02 2.5% : . 4 5 
6.96 766 7.77 804 9.13 10.44 12.00 init ict? tte ue ifn 6S OB 
7.09 7.79 7.91 8.21 9.34 10.72 12.34 11.42 12.53 13.07 14.22 17.45 20.96 25.51 
7.23 7.95 8.07 8.39 9.59 11.03 12.69 11.68 1281 13.36 14.52 17.73 21.21 25.70 
7.38 8.11 8.26 8.60 9.83 11.35 13.04 11.99 13.13 13.68 14.85 18.05 21.48 25.92 
7.54 8.29 8.45 81 10.10 11.70 13.41 12.33 13.48 14.04 15.22 18.39 21.80 26.15 
7.72 8.47 8.64 9.03 10.38 12.05 13.79 12.70 13.85 14.43 15.59 18.75 2215 26.41 
7.90 8.67 8.85 9.26 10.69 12.42 14,17 13.08 14.24 14.83 15.99 19.12 22.51 26.69 
8.10 887 9.07 951 1102 12.80 14.57 13.47 14.65 15.24 1640 19.51 22:89 26.98 
8.30 9.10 9.30 9.78 11.37 13.19 36.97 13.91 15.10 15.69 16.85 19.92 23.28 27.31 
8.52 9.33 9.57 10.08 11.74 13.6 15. 14.39 15.58 16.18 7.33 20 2379 97 67 
8.76 9.59 9.84 10.38 12.13 14.01 15.80 ‘4493 1631 1068 ifs? seee ate 38:06 
9.02 9.86 10.13 10.71 12.52 14.44 16.22 15.51 16.66 17.24 18.40 21.52 24.70 28.48 
f 9.! 9.28 10.16 10.44 11.06 12.94 14.87 16.69 16.13 17.29 17.85 18.97 2212 25.23 28.94 
SNe eieies bea eaebaneee 41.12 9.58 10.47 10.78 11.44 13.38 15.33 17.21 16.82 17.98 18.53 19.63 22.73 25.79 29.45 
47 Petidmeornsixenkanicos's 42.79 9.89 10.80 11.18 11.85 13.84 15.81 17.73 17.56 18.71 19.28 20.39 23.40 26.38 29.98 
ae ater en ae eee en 44.57 10.22 11.16 11.51 12.26 14.30 16.29 18.26 
¢ 46.46 10.59 11.55 11.92 12.70 14.78 16.78 18.78 : 
48 (11.00 «11.98 12.36 13.17 15.29 17.33 19.33 | RATES ARE SHARPLY REDUCED | tion conducted by the Actuarial Society 
‘62 «11.43 «12.42 12:84 13.65 15.82 17.93 19.90 th kine aa 7 “i 1 Soc yt 
is 11.89 12.99 18.23 14.17 16.38 18.55 20.51 —_—— d owing table indicates the 
53 55.38 2.35 3. 3.85 7 9 18 21.12 : : res i i . 
54 ; svee (aka? oan 3 r+ i$ a 1s 4 33 . +3 Provident Mutual Life Announces New | changes that are being made in the 
Sete ee rece eeeeerers ee <.8% 3. . 9.2 5s 9. 1.4 A . | extra premium rate for disability in- 
BE ss sesseserereeeceeees 60.72 13.42 14.1 14.98 15.87 18.19 20.48 22.38 Schedule Applicable on All Policy | come and waiver coverage on the ba 
Fs elite edt ia Mea. odahletd 63. 4.03 15. 15.57 16.52 18.91 21.18 23.0 age “h . ; “oe a- 
ae dhe th eyihbaienéaetes 66.84 14.67 165. 16.22 17.16 19.66 21.92 23.7 Forms sis of a monthly income of $100: 
 YRoinpbpete patente 70.22 15.39 16. 16.93 17.86 20.44 22.70 24.71 —_—_—_— . | Age Ord. Life 20Pay Life 20 Yr. End. 
59 wis oueee6ekeehueme 73.83 16.15 17.23 17.70 18.63 21.21 23.48 25.70 The Provident Mutual Life has an-'! _New rate inc. New rate inc. New rate inc. 
+ CoC beeeewererreceecses he yt + 38.64 39.5% 22.05 24.28 26.74 nounced a notable reduction in premiums } * ge erat 743.20 $16.00 $28.20 $15.50 
Livaeeeeteeeeeeeenences 1.82 17.82 18.§ 1 44 2( 41 22.93 25.17 27.87 for 1927, now showing one of the lowest | o> 5. 2 4 .f 16.30 36.50 15.80 
SE Pawdiva dies ctw atnncw en 86.24 18.76 19.89 20.39 21.35 23.87 26.09 29.06 . ; oa 145 62.80 16.80 61.00 16.80 62.80 16.80 
pie popeentnntaiabalaateide,. 90.97 19.73 21.236 22.31 2485 27.27 20.32 | premium schedules of participating com- | 55 104.10 18.40 104.10 18.40 106.00 18.50 
SRR een aR RE ene eae 96.05 20.77 22.35 23.27 25.87 28.54 31.65 | panies. The new rates approximate the The company has also reduced its an- 
> vase nehleptelieicticindiodaels ty 23.38 gt et} oS 33 39.39 a8" non-participating rates in force in many | nuity rates approximately 3 percent for 
Thc dcis ea edie san calle rf 22.! 24.43 25. 28.0! t 34. “eae are . j Murty re ‘ ximately . 
ae sulactataetoansareael 113.56 24.03 25:50 2657 2929 32°94 35.60 | COmpanies and mark an important step | single premium life annuities, the new 
i, cc cii ee behne wh ceeaay 120.25 25.15 26.66 27.85 30.84 34.60 38.12 | in the development of a reduced loading | rates being as follows: 
69 Bre gun toca nue nee 127.42 26.26 27.98 29.19 32.51 36.36 39.32 for participating companies, is 
Pe SPEECRR AARNE eS CNRS eS ™ ane — ~~ i ome , The following table illustrates the Cost of $1,000 Annuity 
a0, Pagment Life new rates on a $10,000 basis, giving | Age Male Female Age Male Female 
ond ard atic loth 15th goth the new premiums and the reduction | 20 $20,490 55 $12,420 480 
= r 5 5th 2 f atin fam mii all a? 9,870 60 19,890 12,000 
$6.99 $7.13 $7.46 $8.68 $10.17 $11.96 from the old scale for some of the im- | 35 19130 65 9'300 10°430 
7.06 7 20 7.55 8.76 10.31 12.12 portant policies at a few age groups: 35 18,270 70 7.750 8.840 
Oe eS Te Re BR pt Ord Life 20 Pay Life 20 Yr. End. | 40 7,300 75 6,320 7,350 
36 fai 46ft?)|(Ofe? (ieee) oaks? New Reduc- New Reduc- New Reduc- | 45 16,150 80 5,020 5,960 
on : : . wwe 6.06 Age Rate tion tate tion Rate tion | 50 14,870 a en seée 
7.33 7.48 7.84 9.1% 10.82 20 $155.00 13.60 232.80 17.20 428.30 26.20| 7 os : _ 
41 756 793 9°98 10:96 95 29890 20.00 309.50 23:70 446.20 30.10 | The new dividends, applicable to the 
7.50 7.65 8.02 941 11.11 50 402.30 35.00 465.00 37.90 525.60 40.80 | new rate schedule just announced, will 
a hU6UthrlhlUkhhCUke CORD 65 858.50 74.60 873.80 75.30 880.70 75.70 | not be announced until the latter part of 
7.75 290 931 eo 91.84 The Provident Life has also an- | 1927, in accordance with the ruling ot! 
784 801 842 990 1168 13.80 | nounced a new schedule of disability | the New York insurance superintendent. 
7.94 8.11 8.53 10.04 11.85 14.01 | rates, showing a notable increase over For the present these same net costs 
¥t 33 te ag ty s3.23 at 32 the previous schedule, in conformity | will apply as that now in force, though 
8.26 2.48 poh 10.48 12.38 14.68 with the general practice of life com- | they do not apply to the new rates and 
8°35 884 900 10:59 1256 14.92 | panies. In some cases the new disability | a new schedule will be announced later 
8.44 8.64 911 10.74 12.76 15.16 | rates approach a 100 percent increase | in the year. : 
oo et 9.33 30.28 Het at over last year’s. The new rates have The complete schedule of premium 
— ipe : nego »-*” | been promulgated in line with those of | rates on a number of the important pol- 
8.73 8.95 948 11.24 13.40 15.95 I : : , aay ae 
8.85 9.08 9.62 11.43 13264 1625 a ——e ge ae increased | a forms on a $10,000 basis is given as 
-$ 9.22 9.7 11.6: 13.89 16.55 lese aS a result of the joint investiga- ' tollows: 
9.10 9.35 9.92 11.83 14.14 16.85 30-Pay.25-Pay.20-Pay.15-Pay.10-Pay. 30-Yr. 25-Yr. 20-Yr.15-Yr.  10-Yr. 
9.23 8.49 10.08 13.04 aoa sag Age Ord. Life Lite Life Life Life End. End. End. End. End. 
7. 7.08 eo e.ef ° ‘. $ $ $ $ $ $ $ $ 
9.54 9.82 10.45 1250 14.98 17.80 | 16 ..... 152.90 176.20 192.90 219.00 264.00 356.10 267.00 328.90 426.00 593.20 936.20 
9.71 10.00 10.65 12.76 15.29 18.14 |17 ..... 145.70 179.00 20 267.30 361.30 267.70 329.50 426.50 593.30 936.50 
9.88 10.18 10.85 13.00 15.60 1847 ]18 ..... 148.70 181 225.70 271.90 366.70 268.50 330.20 427.10 594.30 936.90 
10.06 10.37 11.06 13.27 15.92 18.80 | 19 i 7 2 276.10 372.30 269.20 330.80 427.60 594.80 937.30 
10.24 10.57 11.28 13.56 16.25 19.14 | 3 280.50 378.10 270.00 231.50 428.30 595.30 937.80 
10.45 10.78 11.53 13.87 16.59 19.49 | 21 285.00 384.10 271.10 332.30 428.90 595.90 938.30 
10.66 11.02 11.80 14.21 16.94 19.85 } 22 289.80 390.40 272.00 333.20 429.70 596.60 939.00 
10.89 11.26 12.07 14.54 17.29 20.22 | 23 294.60 396.80 273.00 334.10 480.50 597.20 939.50 
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30-Pay.25-Pay.20-Pay.15-Pay.10-Pay. 30-Yr. 25-Yr. 20-Yr.15-Yr. 10-Yr. 
20th Age One. = = % = i a i Life - ms. ond. 7 pe. 
20.58 
20.98 D6 scees 169.70 201.40 219.90 249.10 299.60 403.60 274.30 335.00 431.30 597.90 940.10 
21.37 > esces 173.60 205.10 223.80 253.50 304.90 410.40 275.40 336.10 432.10 598.60 940.60 
21.82 BB cccce 178.00 209.10 228.00 258.10 310.30 417.70 276.90 337.10 433.00 599.40 941.40 
22.24 ); Merree 182.60 213.10 232.40 262.90 316.00 425.20 278.40 238.40 434.10 600.20 942.10 1 
22.68 Be cseee 187.30 217.40 236.90 267.90 321.90 433.00 280.10 339.80 435.10 601.20 942.90 
23.13 >; eee 192.30 221.90 241.60 273.10 328.00 441.00 281.90 341.10 436.30 602.10 943.80 
23.59 BO cccce 197.70 226.79 246.60 278.50 234.40 449.50 283.90 342.80 437.60 603.00 944.70 
24.08 Sh cccce 203.40 231.70 251.80 284.30 341.10 458.10 286.20 344.60 439.10 604.40 945.60 QTi ncrease O a ar 
24.58 SB ccoece 209.10 236.90 257.20 290.10 347.80 467.10 288.60 346.40 440.60 605.60 946.70 
e ’ 33 .nees 215.30 242.40 262.90 296.20 355.00 476.50 291.40 348.50 442.20 607.00 947.7 
ath SE cccce 222.00 248.30 268.80 302.70 362.50 oot 38 soe 62 te oss 4 eee te eee ae 
oe 35 228.90 254.40 275.10 309.50 370.20 496.30 297.70 353. 446. . 950. ” . ee 2 . 
oh 36 |. ...236.30 260.90 281.70 316.50 378.20 506.70 301.40 356.50 448.40 611.90 951.80 Enthusiasm is a more desirable attribute toward winning 
ras Be cones 244.00 267.80 288.60 323.80 386.70 517.60 305.50 aap yt ro rg page! ee } > fj id than hrew dness 
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‘ee OX Ome is OUR | Fie 
Wilmer L. Moore, President 


THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 




















HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
- its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 














Edw. S. Chadwick 
VICE-PRESIDENT AND MANAGER OF AGENCIES 























COMPLETE COVERAGE 
FROM, ‘A SINGLE SOURCE 


Health Accident 
Life ll Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Correspondent One Contract 
7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 





One Company 
40 Popular Life Forms 

















If If 
Territory does make a difference You are a producer 
If If 
| Close co-operation is necessary You believe in yourself 
If If 
A friendly interest is needed You want a REAL job 








Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 














CONSIDERING SUCCESSOR 
TO COMMISSIONER HANDS 





CORELL IS NOW IN CHARGE 





First Deputy Made Acting Commis- 
sioner in Michigan—Livingston Be- 
lieved in Lead for Permanent Post 


LANSING, MICH., Jan. 5.—Having 
delegated the powers of acting commis- 
sioner to First Deputy Horace B. Corell 
of the Michigan insurance department, 
Governor Fred W. Green, who was in- 
augurated New Year’s Day, apparently 
plans to take his time in selecting a 
successor to Leonhard T. Hands, who 
resigned as commissioner Dec. 31 to go 
with the Michigan Mutual Life of De- 
troit. 


Many in the Race 


Mr. Corell is still considered to be 
one of the leading possibilities for the 
permanent job, although Charles D. 
Livingston, general agent for the Royal 
Exchange at Detroit, is believed by 
some to be the favorite for the post. It 
was at first believed that Mr. Livingston, 
who is an old friend of Governor Green, 
would not accept the commissionership 
but it has been reported more recently 
that he would take the job should it be 
tendered him. Charles Scully, head of 
the Michigan Mutual Fire, has been a 
most persistent aspirant and is also be- 
lieved to have a chance. He is under- 
stood to have lined up strong political 
influence in his behalf. 

The new governor has made several 
appointments but has apparently left the 
more warmly contested selections until 
the last. The insurance department 
commissionership is distinctly in the 
latter category. Judging from his earlier 
appointments to other positions in the 
state government, Governor Green is 
endeavoring to get the best men obtain- 
able for the various posts. It is de- 
voutly hoped by insurance forces 
throughout the state that he will make 
no exception in the case of their de- 
partment. 


HONOR COMPANY VETERANS 


Fifty-one Officers and Employes of Con- 
necticut General Life are Pre- 
sented With Service Pins 


Fifty-one officers and employes of the 
Connecticut General Life, including all 
who had been with the company ten 
years or more, received service pins at 
a holiday ceremony held in the home 
office auditorium. President Robert W. 
Huntington made the speech of presen- 
tation. 

Forty-year service pins were awarded 
to three men, Assistant Secretary Ed- 
ward B. Peck, who has a record of 58 
years continuous service; Joseph G. Gor- 
ton, with the company 44 vears, first as 
a member of the home office force and 
later as general agent, and Samuel G. 
Huntington, assistant secretary, in serv- 
ice 40 years. Twenty-five year service 
pins were awarded to Frederick H. 
Forbes, with 39 years of service: Presi- 
dent Huntington, 37 years; Frank J. 
Parker, cashier, 34 years; Harry B. Wil- 
liams, Willis L. Pease, Vice-president 
George E. Bulkley, Roger W. Grant, 
assistant secretary of the life depart- 
ment; George B. Ashwell, William H. 
Franigan, assistant secretary of the life 
department, and E. James Root. 

Twenty-year pins were awarded to 
Vice-president Richard H. Cole, Assist- 
ant Secretary George A. Drieu, Wallace 
A. Dean, Josephine Griswold and Fred- 
erick F. Carpenter. Fifteen-year pins 
were awarded to Samuel McFavden, 


Grace I. Angell, George E. Risley, 
Arthur H. Dorr, Clarence A. Gibson, 
Secretary John M. Laird, Harry B. 
Dorr and Walter F. Dehm. 








ANNOUNCE PLANS FOR 
MID-WINTER GATHERING 





TO HOLD MEETING IN BILOXI 





National Fidelity Life of Kansas City 
Goes South for Its Annual Agency 
Convention 





KANSAS CITY, MO., Jan. 5.—The 
National Fidelity Life of this city will 
hold its annual mid-winter agency meet- 
ing at Biloxi, Miss., Jan. 11-14. It is an 
innovation with the National Fidelity to 
hold its agency meeting away from the 
home office. This year, however, the 
officers decided upon Biloxi as a fine 
winter resort and an excellent city for 
a winter convention. The majority oi 
the agents will come to Kansas City, 
and go in special Pullmans to Biloxi, ac- 
companied by three company officials. 
The home office executives attending the 
agency meeting will be President Rice, 
Medical Director John W. Wear, and 
Actuary H. O. Cedarholm. 

Emory Gustine, of lowa, by virtue of 
his large personal production in the past 
years, becomes president of the Front 
Rank Organizati on, which will have the 
full operation of the agency meeting, 
and while a number of formal addresses 
are on the program, a large part of the 
sessions will be devoted to short 
speeches and discussions by the agents 
themselves. President Rice will open 
the meeting with a review of the past 
vear, and a look into the future, after 
which he will turn the meeting over to 
Mr. Gustine. James E. Nugent, gen- 
eral counsel, will discuss “Tangible As- 
sets.” Dr. Wear will address the agents 
Thursday morning A special feature 
of the program will be the address by 
Miss B. B. Macfarlane, agency super- 
visor in Louisiana for the Pan-American 
Life, who will lead a discussion on “How 
to Build a General Agency.” 


SPARVER MADE SUPERVISOR 
Heads Important Department at the 
Head Office of the Connecticut 
Mutual Life 








The directors of the Connecticut 
Mutual Life have appointed E. Chester 
Sparver, supervisor of publications. He 
entered the service of the company in 
1916 as an agent at Scranton, Pa. Then 
he went into the air service during the 
war, serving for two years. He re- 
turned to Scranton as superintendent of 
agents, where he remained until 1922, 
when he went to the home office and 
entered the agency department. Mr. 
Sparver has made a real success of his 
department as he outlined and carried 
on a definite policy of publicity in de- 
veloping the agency department. He is 
a graduate of Pennsylvania State Col- 
lege. He continued his education at the 
University of Wisconsin for two years 
engaging in research work. Mr. Sparver 


has done some specialty advertising 
service. For three years he had charge 
of the course in salesmanship at the 


Hillyer Institute of the Hartford Y. M. 
a 


National Fidelity Increases Capital 

The National Fidelity Life of Kansas 
City has increased its capital from $100,- 
000 to $250,000. The entire amount has 
been paid for. The reason for the in- 
crease was to comply with the laws of 
certain states which demand a greater 
capitalization than $100,000. The Na- 
tional Fidelity will at once enter Cali- 
fornia. It is now operating in 10 cen- 
tral western states, California being the 
first far western state entered. 

The National Fidelity, which was 11 





years old Dec. 18, is under the same 
management which organized it. Ac- 
cording to Ralph Rice, president, 1926 


and 
year 


was a good year for the company, 
the prospects for an exceptional 
in 1927 are bright. 
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REPORT SATISFACTORY 
EXPERIENCE LAST YEAR 


PROSPECTS BRIGHT FOR 1927 


Companies and Large General Agencies 
in Milwaukee Are Well Pleased 
With 1926 Record 


MILWAUKEE, Jan. 5.—Liie insur- 
ynce had a good year in Wisconsin in 
1926 as indicated by the fact that many 

the large general agencies here re- 
port an increase over 1925. In the past 
year, companies writing group insur- 
ance in the state have concentrated their 
attention on this more than in the past 
with the result that some good group 
policies have been written, particularly 

Milwaukee. Another feature of the 
life insurance business has been the de 
velopment of the educational policy and 
he growth of volume on other forms 
old age protection and the like 


suc h as 


Attract Better Agents 

One of the encouraging factors of the 
usiness which is showing itself more 
each year is that a higher type of agent 
is being attracted to the business. All 
of the general agents here concur in 
this, and state that the day of the man 
who had failed in every other business 
and then turned to life insurance, has 
disappeared, and these men are gradually 


being weeded out, their places being 
taken by college graduates and men 
who have been successful in other 
forms of business and professions. In- 


surance counsellors are being developed 
vho can go to a prospect and map out 
a program of insurance for him which 
will give him real service, with the re 
sult that more insurance is being 
and the agents who can do this 
reaping the rewards. 

The Northwestern Mutual Life paid 
for approximately $399,000,000 in 1926. 
In death claims paid to policyholders 
and in other payments to and amounts 
set aside for their benefit, the North- 
western Mutual made a decided gain 
The average policy is increasing an- 
nually and a_ conservative estimate 
would be that the average policy on 
each case in metropolitan areas in this 
country is $15,000, according to the 
agency department of the company. 
The rural fields are also showing a pro- 


sold 
are 


portionate increase in the size of the 
individual cases. 
“New business paid for in 1926 is 


considerably more than in 1925 for the 
Old Line Life,” said Rupert F. Fry, 
president, in reviewing the past year. 
“The gain in insurance in force by the 
company has increased substantially.” 
In commenting upon the outlook for 
1927 Mr. Fry said that old line legal 
reserve life insurance is recognized as 
being on such a solid foundation that 
it will continue to be as important a 
factor in the future as in the past. 


Prospects Are Good 


“We show a 35 percent increase in 
paid-for business in 1926, and a big in- 
crease in the number of applications,” 
said Gifford T. Vermillion, agency man- 
ager for the Wisconsin agency of the 
Mutual Life of New York. “Every 
man on our agency force shows an in- 
crease in production ranging from 10 
to 150 percent for the year. There 
should be an increase in the volume for 
1927, but I will not predict it. From 
the way everything is lining-up the in- 
surance business will be good.” 

“A very good increase has been made 

our field in 1926,” said T. H. Richey, 
manager of the Travelers in Milwaukee, 
“and the prospects for 1927 look very 
good at present. Through the various 
plans which are now being offered, the 





thlic is enabled to buy insurance on 
easier terms, and this fact is account- 
ng for the increase which is being 
shown in life underwriting.” 

\. L. Saltzstein, general agent for 


the New England Mutual Life in Mil- 


waukee, 


concurred with other reports 





by stating that his agency has shown 
a good increase for the past year, and 
that the life insurance business has a 
bright outlook for 1927. Mr. Saltzstein 
reported that larger policies were writ- 


ten in 1926 and that the average size 
of the policy is increasing every year 
“Our agency will show 4 very mod- 


erate, nominal increase in the total busi- 


ness for 1926,” said Albert E. Mielenz, 
general agent for the Aetna Life in 
Milwaukee. “We have found during 


the past year that there has been less 
sales resistance in the life insurance 
business, and especially on group lines. 
The coming year looks good tor our 
business.” 


Wood Goes With Capitol 


Harry W. Wood has resigned as 
superintendent of agencies of the Amer 
ican Life of Denver and has been ap 
pointed head of of a new conservation 
and educational department of the 
Capitol Life of Denver in the home of 
fice to serve the company’s agents and 
customers throughout the 16 
where it operates 


states 


Wins Honors in Tennis 
Henry Clabaugh, 15-year-old son of 
C. C. Clabaugh, superintendent of agents 
of the Maryland Life, has been achiev 





LIFE INSURANCE EDITION 


SAY PRESENT SCHEDULE 
IS NOT HIGH ENOUGH 


INCREASE DISABILITY RATES 
Life Companies in General Feel It De- 
sirable to Get Premiums on 
Adequate Basis 


PHILADELPHIA, Jan. 5 Life 
company officials are delving into the 
total and permanent disability clause 


situation thoroughly. Evidently a very 
deep impression was left on the frater- 
nitv by the findings of the actuarial 
committee headed by Arthur Hunter of 
the New York Life. The very fact that 
almost all if not all the companies rep- 
resented on that committee have in- 
creased their disability rates shows that 
they desire to get on safer ground. It 
can be confidently predicted that other 
companies will follow a similar course 
because they are uncertain as to the ade 
quacy of their present premiums, 

he actuaries are afraid of the results 


through to the semi-finals of the Na 
tional Indoor Junior & Boys Champion 


! Baltimore 


17 


Sa kee = 


that are likely to afise when policyhold- 
ers get up to middle life. “Whth a magn 
knows he can acquiré a comfortable dis- 
ability income, there will be a tendency 
to impose on the companies, in the opin- 
many. It will not be difficult to 
get a certificate of total disability. That 
is the danger to anticipate. 


10On ot 


One of the interesting developments 
is the lack of uniformity in court dea- 
sions that have construed the clause. 
The companies themselves “have not 
standardized the clause. Ther€"are all 
sorts and conditions in existence. This 


situation has undoubtedly caused confu 
The 90-day basis for establishing 
has clarified the situation 


sion 
disability 


(Clause Is Here to Stay 


Company officials here declare that 
there is no chance whatever of the dis- 
ability clause being discontinued. One 
official here in this city asserts that with 
all the adjustment factors injected into 
the life insurance contract by this clause, 
he feels it has been a great boon to the 
public and has broadened the service 
of life insurance in a most material way. 
He believes that companies should get 
their rates on an adequate basis and give 
the disability service which he feels has 
demonstrated its usefulness beyond all 





doubt. 

















ing honors in tennis, working his way | ship mect at 
|| Offering Something New and Different 
| to 
| GENERAL AGENTS 
Arkansas, Kansas, Missouri, Ohio, Oklahoma, Pennsylvania and Texas 








PROSPECTS OR “SUS 








College. 


We have devised a unique PRE-APPROACH PLAN which ABSO- 
LUTELY transforms “Suspects” into PROSPECTS. 


A NEW CHILD’S EDUCATIONAL ENDOWMENT POLICY 
insuring the child as well as the beneficiary—a “TWO-IN-ONE 
CONTRACT” waiving further premium payments in event of death 
or disability of the parent or guardian. 
medical up to $2,000.00 and insures children from one day old to 
nine years. Paying in monthly sums when the child is ready for 


A closing argument in pictures and facts put up in a convenient 
CANVASSING PORTFOLIO which aids in securing the “name on 
the dotted line.” This brings both the sense of sight and hearing 
into play and PRODUCES BUSINESS that would otherwise be lost. 


Many other NEW FEATURES in the making that will materially 
assist our representatives. 





ECTS?” 


This contract 


is non- 














Company Incorporated 1908 





The Bank Savings Life Insurance Company 


Of Topeka, Kansas 


GEO. L. GROGAN 
Manager of Agencies 


Guaranteed Low Cost 
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Added Service Is Given 


IN THE sale of the old and well known 
“Insurance Press” publications of New 
York to the “Weekly Underwriter” and 
THe NaTionaAL UNDERWRITER announced 
two weeks ago, we feel that THe Na- 
TIONAL UNDERWRITER-Rough Notes or- 
ganization has added two sterling and 
important services to its lines, the life 
insurance distribution in “Life Payments 
Localized” number, a special number of 
the “Press” issued annually; and the 
“Insurance Press” monthly industrial 
edition, which is to be issued hereafter 
as a supplement to the “Insurance Sales- 
man,” published by the Rough Notes 
Company of Indianapolis. The “Insur- 
ance Press” weekly has been combined 
with the old and_ well-established 
“Weekly Underwriter” of New York. 
FRANKLIN WEBSTER becomes an editorial 
writer on that paper. We do not believe 
Mr. .Wesster and the “Press” could 
have been more advantageously located. 
We feel that companies and agents who 
have been patrons of the weekly “Press” 
will accept the larger service given by 
the “Weekly Underwriter” as a very 
satisfactory adjustment of their adver- 
tising and subscription accounts. 

For ourselves, we would like to say 
a word about the two new publications 
which have been taken on by our organ- 
ization. 

Subscribers to UNDER- 


Tue NATIONAL 


WRITER will hereafter receive gratis each 
year the “Life Payments Localized” of 
life insurance distribution special edition. 
The edition for 1926, which has been a 
little delayed because of the readjust- 
ments necessary in the affairs of the 
“Insurance Press,” will shortly be is- 
sued and included in the service to all 
our subscribers. This vast compilation 
which requires the constant services of 
a compiler throughout the year, is, we 
believe, one of the most important serv- 
ices that can be rendered to life insur- 
ance salesmen. This # attested by the 
fact that many companies that purchase 
this special edition have sent it to every 
one of their agents, one company alone 
purchasing 10,000 copies. The edition on 
this number is upwards of 50,000 copies, 
the largest circulation enjoyed by any 
special number or regular publication in 
the life insurance field. It is therefore 
not only an unusual service to be ac- 
corded to subscribers of this paper at 
$3 per year, but it gives advertising com- 
panies a unique opportunity to reach in 
one advertisement a very large part of 
the entire life insurance selling forces 
of the country. 

The addition of about 12,000 subscrib- 
ers to the “Insurance Salesman” gives 
that paper an unusual circulation among 
the life insurance field workers of 
country. 


Divorce Two Classes of Territory 


More 


panies 


and more, life insurance com- 
are divorcing large cities from 
country territory. Many years ago, for 
example, there were a number of gen- 
eral agencies in Chicago, who had juris- 
diction over all or part of Illinois and 
probably had territory reporting to them 
in nearby states. As the city grew in 
population it was found that it presented 
special problems. The general agent 
found that he could get much more sat- 
isfactory results in Chicago and Cook 
County than he could in the outside ter- 
ritory. The population was compact in 
the city. There were hundreds of thou- 
sands of prospects right at hand. His 
mind became centered on the city pro- 
duction. In attempting to cultivate the 
outside field, he found that it was more 
expensive and that the time and money 
expended did not bring the results that 
the same yielded in the city. 
Companies have found that the pro- 
duction in the country districts requires 
the attention of a supervisor who is giv- 
ing all his time to that work. Country 


soliciting differs somewhat from that in 
In all country territory 
fine towns but they can 


the big cities. 
there are some 





the | 


| for electing 


be handled easily. There are now but 
few general agents in Chicago that have 
any state territory. Companies long | 
ago recognized that New York City 
could not be linked up satisfactorily 
with state territory. Philadelphia is 
pretty much the same way. There are 
a number of general agencies in De- 


troit that have outside territory, but the 
number is reduced from time to time. 

Big cities offer great inducements and 
naturally general agents are interested 
in cultivating a field where the yield is 
the greatest. Life companies desire 
territory cultivated rather uniformly if 
they are doing a countrywide business 
and are attempting to give a 
service. They realize that as cities are 
growing in population, a general agent | 
can only be expected to devote his time | 
to metropolitan territory and he is not 
in a good position to look after the out- 
side field effectively. 


! 





| PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 








“Insurance” published by Miss Alice 
Lackey, the “Insurance Critic,” 
owned by W. E. Un have been 
consolidated under the joint manage- 
ment of the two owners. The paper 
will be known in the future as “Insur- 
ance and the Insurance Critic” and will 
be published fortnightly from the pub- 
lication office at Newark, N. J. An of- 
fice will also be maintained in New 
York City. Miss Lackey is affiliated 
with the General Federation of Women’s 
Clubs and other women’s organizations 
and has devoted her time to enlisting 
the countrywide interest of women in 
the protection of the American home 
through insurance. Mr. Underwood has 
had a general insurance experience, hav- 
ing been in the fire insurance business 
for several years, two years in the life 
insurance business and for many years 
in insurance journalism as editor of the 
“Vindicator” of New Orleans, the “In- 
surance Critic’ and the “American 
Agency Bulletin.” 

On New Year’s Day William Koch, 
vice-president and agency manager of 
the Royal Union Life, became “papa” 
for the fourth time. Mr. Koch’s family 
is now made up of four fine boys. 


Mary K. Browne of Santa Monica, 
Cal., professional tennis star who is now 
appearing with Suzanne Lenglen in ex- 
hibition matches, 
staff of the Sunkist agency of the Cen- 
tral Life of Des Moines in Los Angeles. 
At the conclusion of her present tour 
Miss Browne will enter the field of life 
insurance salesmanship as an_ active 
member of the agency. William H. Car- 
ter is general agent. 


McLean 


Charles Henry, son of 
Charles F. He of the Henry Insur- 
ance Agency of Marietta, O., and man- 


ager for southeastern Ohio of the Aetna 
Life, was married in the holiday season 
to Miss Evelyn Dolores Smith of Olden, 
Tex. The younger Mr. Henry, after 
graduating from Marietta High school 
in 1925, took a course in bonding and 
insurance in the University of Chicago 
and for the past two years he has been 
connected with his father in the Aetna 
Life. 

M. MacPherson, president of the 
Western Protective Life of Kansas City, 
died last week at the home of his daugh- 
ter in Mount Vernon, Mo. Mr. Mac- 
Pherson, who was 60 years old, had been 
ill since August, when he underwent an 
operation at Mayo Brothers. He or- 
ganized the Western Protective Life 
three years ago, becoming president of 
the company at that time. Although an 
attorney by profession, Mr. MacPher- 
son had been connected with life insur- 
ance in the legal phase for a number of 
years, before organizing his own com- 
pany. No arrangements will be made 
Mr. MacPherson’s succes- 
sor until the annual meeting of the 
stockholders Jan. 24. 

To attain 1926 leadership of the 
Bankers Life field force Walter B. 
Mahaffa of Rockwell City, Ia., averaged 
almost two applications 


each working | 





has joined the field | American 
| pects to return by Washington to visit 


| Quarters 





Haynes purchased $9 worth of the 
magazines and mailed copies to a se- 
lected list of prospects. Later he be- 
gan a follow-up on the people whose 
attention he had directed to the article. 
Successful interviews enabled him to 
write business with premiums amount- 
ing to more than $300. Several excellent 
prospects yet remain to be interviewed. 


Harry R. Blauvelt, executive special 
agent of the Oregon Life and active 
civic worker in Portland, dropped dead 
at his desk in the offices of the com- 
pany last week. Death is believed to 
have been caused by heart disease. 

Mr. Blauvelt was born in Nyack, 
N. Y., April 8, 1873, went to Portland 
about ten years ago and has been with 
the Oregon Life since that time. He 
was one of the largest writers of in- 
surance in the Pacific Northwest. 


Mrs. L. F. Beymer of St. Louis, as- 
sistant secretary of the American Life 
Convention, is in New York this week 
visiting the offices of the Association of 
Life Insurance Presidents. Inasmuch as 
the two organizations carry on a work 
that is similar, the management of the 
American Life Convention felt that 
Mrs. Beymer might adapt some of the 
methods used in handling the detail at 
the Presidents Association office to the 
Life Convention. She ex- 
the insurance division of the United 
States Chamber of Commerce. 

Mrs. Beymer will proceed from New 
York to Philadelphia and Washington, 
then back to the Life Convention's head- 
in St. Louis, calling upon a 
number of member companies in various 
cities during the return journey. 


The Connecticut Mutual Life through 
its agency paper, “Conmutopics,” will 
give a brief monthly review of one insur- 
ance paper in each issue to the extent 
of 100 to 250 words, telling about its 
history, circulation, editorial force, pol- 
icv, etc. It has been running book re- 
views of interest to its agents. The 
Connecticut Mutual Life in the Febru- 
ary issue of “Conmutopics” is running a 
two-column drawing urging its readers 
to subscribe for one or more insurance 
papers. 


Charles A. Nourse, general cashier at 
the head office in Montreal of the Sun 
Life of Canada, paid a brief visit to the 
company’s Los Angeles agency last 
week, while en route to Hawaii on a 
vacation trip, in connection with which 
he will call on the company’s agencies 
in that field. 


J. B. McKeenan of Williamsburg, Ky.. 
is the first man in Kentucky to toss his 
hat in the ring for the nomination for 
governor on the Republican ticket. He 
is one of the best known insurance men 
in the state and is now field manager 


| for the Inter-Southern Life. 


day as he wrote a volume of $1,147,750 | 
| new paid-for business. 


Mr. 


days, 


Mahaffa did not work on Sun- 
and almost six weeks of the year 


| were lost to him through sickness and 


national 


attendance at schools of instruction. 
But the remainder of the year found 
him writing 431 applications. Mr. 
Mahaffa’s average application was for 
$2,663. 


An alert mind and an investment of $9 | 


| brought large profits to Pryce Haynes, 
| Bankers Life of Iowa salesman of the 
J. H. Heil agency at Louisville. When 


| his attention had been called to an ar- 


ticle in the November issue of “Success 
Magazine” entitled, “How I Will Pay 
for My Children’s Education,” Mr. 


| with 


A. C. Bayless, leading producer for the 
Southland Life of Dallas, recenthy broke 
the company’s one-day production mark 
$528,000 of business turned in on 


la single day. 





A somewhat remarkable record has 
been made by John A. Ware of the cen- 
tral branch office of the New York Life 
in Chicago, who is becoming one of the 
leading agents, though one of the new- 


| comers in the field and one of the 
| Younger rate-book carriers. Mr. Ware 
was working behind the desk in the 
Chicago clearing house, when he was 


persuaded to take a rate book and try 
his hand at selling in 1925. After five 
months’ work in 1925 he paid for $300.- 
000. His work was then interrupted by 
a trip to Europe, but upon his return 
this summer he renewed his efforts and 
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in the last six months of 1926 paid for 
$491,000. In the first week of this year 
he has added business at a rate which 
augurs well for his approaching the mil- 
lionaire class in a short time. 


George A. Chase, president of the 
Home Friendly of Baltimore, died at 
his home there last week after qa brief 
jliness. He was 64 years old. Mr. 
Chase was a graduate of the University 
of Maryland law school, but had been 
engaged in insurance work since 1889. 


After spending the holidays in the 
east, Frederick White, president of 
White & Odell, Minnesota state agents 
for the Northwestern National Life of 
Minneapolis, sailed Jan. 1 from San 
Francisco for a trip around the world 
on the steamer Belgenland. The party 
will visit the Hawaiian Islands, Japan, 
China, the Philippines, Dutch East In- 
dies, Malay States, India, Ceylon, Egypt, 
Palestine, Italy, the Riviera, Spain and 
will return to New York April 24. 


The Omaha “Sunday News” recently 
printed a large cut of Miles Schaeffer, 
wio is secretary and treasurer of the 
United Benefit Life of Omaha, a new 
legal reserve company organized by 
officers of the Mutual Benefit Health & 
Accident. Mr. Schaeffer was formerly 
insurance commissioner of Indiana, and 
at one time was connected with the 
actuarial firm of Haight, Davis & 
Haight of Indianapolis. The new com- 
pany was licensed Dec. 1, with applica- 
tions of over $600,000 the first day. The 
Omaha “News” had this to say about 
Mr. Schaeffer: 

“If a character analyst, carrying 
charts, should happen into Omaha, and 
should see Miles Schaeffer, he would 
immediately put him down as the ‘ex- 
ecutive type.’ In fact, Schaeffer's photo 
might be used instead of a chart, as a 
standard of comparison. 

“*Perfect grooming’ is the quiet mes- 
sage of his correct gray business suit, 
tie with purplish tint, immaculate linen, 
hose of unobtrusive checks, tan shoes. 
‘Perfect health’ is the message of his 
clear skin. He’s of medium height and 
is stockily built. His countenance is one 
of those ‘open face’ models, with clear 
blue eyes, round cheeks and a sugges- 
tion of dimples.” 


Edward A. Ferguson of Chicago, gen- 
eral agent of the Union Central Life, is 
rounding out 30 years of service as gen- 
eral agent for that company. When Mr. 
Ferguson took charge the Union Cen- 
tral had $100,000 insurance in force in 
the Chicago district. Now it has in the 
neighborhood of $90,000,000. In addi- 
tion to being general agent for Chicago, 
Mr. Ferguson has had a large country 
territory, although in recent years he 
has voluntarily relinquished part of it, 
owing to increasing work in Cook 
county proper. Mr. Ferguson’s agency 
now has 24 agents. Last year the aver- 
age production per man was $300,000. 
J Upjohn, the assistant general 
agent, looks after the details of the 
agency. Mr. Ferguson is the ranking 
general agent in Chicago in point of ser- 
vice, he now being the dean of the corps. 
He was largely instrumental in organiz- 
ing the Managers Association. Mr. 
Ferguson has stood for the higher ethics 
of the business and straight forwardness 
in life insurance work, being one of the 
finest examples of uprightness in busi- 
ness life in the city. 





LIFE AGENCY CHANGES 











SAUL IN NEW AGENCY POST 





Former Member of Perez Huff Agency 
Heads Life Department of Fenster- 
Fleishman 





Lester J. Saul, formerly vice-president 
and treasurer of the Perez F. Huff 
agency of the Travelers in New York, 
has been appointed general manager of 




















the life department of the Fenster- 











COAL and STEEL 


__ two vital factors in industry 
are both produced in eastern Penn- 
sylvania. Business is good and promises 
well for the future in eastern Pennsyl- 
vania in coal and steel and life insurance. 


One of the long established agencies of 
The Lincoln National Life is located in 
the heart of this district with three ex- 
perienced life insurance men available 
to give personal support wherever needed 
in the territory. 


District Agency opportunities are now 
open in Berks, Schuylkill, Columbia, 
Northumberland, Carbon and Monroe 
Counties. 


(CINK UP jweru rue (LINCOLN) 


in EASTERN PENNSYLVANIA 




















Appress EITHER 


A. C. MELLINGER, Sr. 
Manager Eastern Pennsylvania 
DODSON BUILDING 
BETHLEHEM, PENNSYLVANIA 


OR 


The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character” 


Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $450,000,000 in Force 
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Pleishman —agency in New York. 
Charles J. Weppler goes with Mr. Saul 
as assistant manager of the life depart- 
ment. Mr. Weppler was with Mr. Saul 
in the Huff organization. Mr. Saul be- 
gan his life insurance work with the 
Huff organization in 1920. Mr. Wep- 
pler had been with the Metropolitan 
Life for a number of years before join- 
ing the Huff agency. The Fenster- 
Fleishman agency was first organized in 
Albany, N. Y., in 1912, and still oper- 
ates there under the name of Fenster 
Bros.-Fleishman, Inc. The New York 
general agency was organized in 1925. 


HARRIS IS SUPERINTENDENT 


Appointed to Post in Northeast Texas 
by American Central Life of 
Indianapolis 


The American Central Life of Indian- 
apolis has announced the appointment 
of Henry Camp Harris of Dallas to the 
post of. superintendent of northeast 
Texas. Mr, Harris is a man of long ex- 
perience and wide acquaintanceship in 
both newspaper and life insurance 
circles, being one of the Lone Star 
state’s most prominent underwriters and 





HENRY CAMP 


HARRIS 


organizers. He is a native of Texas, 
having been born at Henderson in 1885 
and educated at the University of Texas. 
His early activities were in journalistic 
work, followed by: connections with the 


Reliance Life as Supervisor for Texas 
and the American Life Reinsurance as 
agency manager. Mr. Harris has twice 


held the office of president of the Texas 
Association of Life Underwriters. He 
is a former director of the Dallas Cham- 
ber of Commerce and has been active in 
civic and community affairs. 

Mr. Harris is a remarkable producer 
of personal business, specializing on 
monthly income insurance, and has also 
met with exceptional success as an or- 
ganizer and trainer of sales forces. 


TRAVELERS’ CHICAGO CHANGES 


William H. Kolb Returns to Active 
Charge and Several Appointments 
of Assistants Are Announced 


A number of changes in the Chicago 
branch office of the Travelers has been 
announced, effective Jan. 1. William 
H. Kolb, Chicago manager, is now back 
in complete charge of the Chicago 
branch, having fully recovered from his 
illness which kept him from active di- 
rection of the work for some time, Gor- 
don V. Kuehner, who has been associate 


manager in Chicago with Mr. Kolb 
pending his recovery, has returned to 
the home office as assistant superinten- 


dent of agencies. 
resigned as assistant 
take an agency 
elers 


Ralph B. McCune has 
manager and will 
contract with the Trav- 
Gilchrest 


in the far west. FE. B. 





has resigned as assistant manager and 
will take an agency contract in the 
Chicago branch office. Emil H. Frank, 
who has been assistant manager of the 
Uptown branch office in Chicago has 
been appointed assistant manager in the 
main branch office succeeding Mr. Gil- 
chrest in charge of the agents in the 


“live wire roll.” Samuel A. Stewart, 
assistant manager of the west side 
branch has been appointed assistant 


manager of the Uptown branch to suc- 
ceed Mr. Frank. L. A. Walker, field 
assistant in the main branch office has 
been promoted to assistant manager to 
succeed Mr. Stewart in the west side 
branch office. Stewart A. Cushman, as- 
sistant manager in the Buffalo branch 
office has been transferred to Chicago as 
assistant manager, being the first assist- 
ant to Manager Kolb. 

The Chicago branch closed a success- 
ful year, having written $46,000,000 in 
1926, and is looking toward 1927 for a 
new record year. In 1926 this office had 
the largest group business in its history 
and made a notable increase in accident 
and health business. It is getting off 
with a fine start in 1927 and anticipates a 
tremendous business for the year. Mr. 
Kolb is now back in full command of 
the agency and the well rounded agency 
force is fully organized for action. 


AGENCY PARTNERSHIP FORMED 


Clancy D. Connell and Graham C. Wells 
Become Associates With Provident 
Mutual 


partnership by Graham C. Wells, gen- 
eral agent for the Provident Mutual Life 
in New York and became associate gen- 
eral agent, effective Jan. 3. Mr. Con- 
nell has been one of the leading New 
York producers of the Provident Mutual 
for the last six years. The agency will 
be known as Wells & Connell, other- 
wise retaining the same organization. 
Mr. Connell graduated from Hamilton 
College in 1912 and after a brief con- 
nection with the Y. M. C. A. entered the 
life insurance business with the Provi- 
dent in 1920. Mr. Wells has been gen- 
eral agent of the company in New York 
since 1920. He entered the insurance 
business in 1895 and was soliciting agent 
of the Northwestern Mutual Life and 
in 1900 became general agent of the 
Provident Mutual Life at Pittsburgh, re- 
maining there until he was transferred 


to New York in 1920. He is a past 
president of the National Association of 
Life Underwriters, the Pittsburgh as- 


sociation and the New York association. 


Brockway Hartford Manager 


Announcement of the appointment of 
U. Hayden Brockway as manager of the 
life, accident and group departments in 
the Hartford branch office of the Trav- 
elers Insurance Company has _ been 
made by H. H. Armstrong, superintend- 
ent of agencies. He succeeds Gordon V. 
Kuehner, who was promoted last May 
to associate manager of the Chicago 
branch office of the Travelers. Since 
then Mr. Brockway has been in charge 


of the life, accident and group depart- 
ments as assistant manager. He will 
work in conjunction with E. B. Field, 


who remains as manager of the casualty 
lines in the Hartford office. 

Mr. Brockway, a native of Hartford, 
is 36 years old and was graduated from 
Yale in 1911. He entered the casualty 
actuarial department of the Travelers 
but resigned during the war to enter the 
army. After the armistice he returned 
to the Travelers’ accident department 
and was appointed a field assistant in 
the Hartford branch office on 
1925, being promoted to assistant man- 
ager on Feb. 1, 1926. 


E. A. McLaughlin 


Edward A. McLaughlin has resigned 
as supervisor in the salary budget de- 
partment of the Hart & Eubank agency 
of the Aetna Life in New York City 
to become district agent at Syracuse, 
N. Y., for the Equitable Life of Iowa. 








Jan. 1, | 


Clancy D. Connell has been taken into | 




















The Syracuse territory is under the jur- 
isdiction of Raymond G. Gregory, the 
company’s general agent at Buffalo, who 
was formerly in charge of the Hart & 
Eubank training course. Mr. McLaugh- 
lin entered life insurance a few years 
ago after some experience in general 
business and has been eminently suc- 
cessful. He has served in almost all the 
departments of the Hart & Eubank 
agency and thereby acquired a broad 
experience and background. 


K. L. Price 

K. L. Price has been appointed man- 
ager of the new branch office of the 
New York Life just opened at Sioux 
Falls, S. D. Mr. Price has been the 
leading producer and the agency organ- 
izer at Sioux City. Upon the death of 
M. H. Beck, former manager at Sioux 
City, the territory was divided and J. 
Y. Hamilton was made agency director 
at Sioux City and Mr. Price has now 
been given the Sioux Falls territory. 


Bert B. Bell 


Bert B. Bell, formerly treasurer of the 
Peoples Trust Company of Kansas City, 
Mo., has resigned to become special 
agent for the Prudential there, associ- 
ated with Howard Austin, manager of 
the ordinary department. For 25 years 
Mr. Bell has been associated with banks 
in his city, having held executive posi- 
tions in a number of large financial in- 
stitutions, and has a wide acquaintance 
among bankers and men of high finan- 


cial standing. 


Percy D. Starr 


J. R. Railey, manager at Dallas, Tex., 
of the southwestern department of the 
Great Republic Life, announces the ap- 
pointment of Percy D. Starr as general 
agent at San Antonio. Although only 
26 years of age, Mr. Starr has had 
three years of successful experience in 
life insurance salesmanship as well as a 
number of years in banking. 


James 3S. Logan 


H. S. Standish, 
geles of the Sun Life of 
nounces the appointment of James S. 
Logan as district manager at San Diego, 
with office at 528 Spreckels building. 
For the past two years Mr. Logan has 
represented the Minnesota Mutual Life 
as géneral agent at Los Angeles for 
Southern California and has been suc- 
cessful in building a substantial agency 
for that company. He represented the 
Pacific Mutual Life in San Diego as 
district manager of the home office 
agency from 1921 to 1923. He is recog- 


manager at Los An- 





nized as a successful personal producer 
as well as an efficient and capable 
agency organizer. 


W. W. Clayton 


The National Life of Vermont an- 
nounces the promotion of William W. 
Clayton as general agent for northern 
Alabama with offices in the Empire 
building at Birmingham. He has had a 
wide banking and insurance experience 
in Birmingham. James T. Dunlap, who 
has been with the National Life for 
many years as manager at Birmingham, 
will remain with the company as district 
manager. He will devote his entire time 
to personal business. 


W. R. Timmons 

State Life has ap- 
pointed William R. Timmons as general 
agent at Greenville, S. C., taking offices 
in the Chamber of Commerce building. 
For a number of years he was executive 
secretary of the Greenville Chamber of 
Commerce. Since then he has been in 


The Volunteer 





the real estate and general insurance 
business. 


Clinton A. Ferguson 


Clinton A. Ferguson has resigned as 
general agent for the State Mutual Life 
on Boston, to devote his entire time to 
personal business. Mr. Ferguson is one 
of the oldest representatives of the com- 
His general agency office is being 





pany. 
merged with that of the general agent in 
the Metropolitan building, who has 
| charge of Boston and Essex county. 
W. H. H. Baumer 
William H. Baumer has been ap- 


| pany 


| Des 
Canada, an- | 


yointed general agent for the Southland 


I . 
Life of Dallas in Minnesota. 
Frank Myers 
Frank Myers, former division super- 
intendent of the H. O. Wilhelm Com- 


Nebraska manager for 
National, has become 
the Central Life of 


of Omaha, 
the Northwestern 
agency manager of 
Moines. 


Life Avency Notes 


joined the 
Missouri 
with the 


Indian- 
State 
Guar- 


Leroy Lewis has 
apolis sales staff of the 
Life. He was formerly 
dian Life. 

H. P. Hartigan, examiner in the Minne- 
sota insurance department, has resigned 
to enter the group insurance department 
of the Equitable Life in St. Paul, 

W. W. Warren and Roy L. Aitken have 
joined the Oklahoma City Agency of the 
Equitable Life of New York. Mr. War- 
ren was formerly one of the general 
agents for the Central Life. 











EASTERN STATES ACTIV ITIES | 











CONNECTICUT AGENTS MEET 


Representatives of New England Mutual 
Life Hold Annual Convention in 
Hartford 


HARTFORD, Jan. 6.—Connecticut 


agents of the New England Mutual Life | 


held their annual meeting in Hartford 
last week to celebrate the passing of 
the $25,000,000 mark and the adoption 
of the new dividend scale by the com- 
pany. 
were the 
George L. 

Peter Crona of New 


guests of General Agent 
Hunt at a dinner. 


Britain led 


About 40 agents and their wives | 


all | 


agents in the state in volume of busi- | 


ness. This is Mr. Crona’s second con- 
secutive year of leadership and he has 
been awarded a bronze medal by the 
home office. 
of produced business was R. M. Buck- 
master of Waterbury. Mr. Buckmaster 
in addition to his high volume score 
was the leader in number of applica- 
tions closed. The past year Mr. Buck- 
master has averaged three written and 
paid for applications a week. 

During the fall months a_ special 
tribute campaign in honor of D. F. Appel, 


president of the New England Mutual, 
was conducted by the Connecticut 
agency. Honors were won by the men 
on the basis of number of applications 
procured as well as the total volume of 
paid-for business. 


OUTLOOK PROMISING IN OHIO 


Life Insurance Has Had Good Year 
With Conditions Now Better Than 
Last January 


COLUMBUS, O., Jan. 5.—Ohio life 
insurance men do not agree in every de- 
tail as to the results of 1926 and the 
outlook for 1927 in the life insurance 
field. There seems, however, to be a 
general gain, one company placing its 


iz . . 
| increase at 15 percent while a prominent 


The second man in volume | 


| tween written and paid 


agency reports a gain of 45 percent. 
Others ranging between these figures 
One concern showed a larger spread be- 
for insurance, 
which shows a willingness to buy but a 
lack of money with which to meet the 
obligations. One concern at least re- 


| ported it was easier to get agents while 
| others declared that it is 
' to 


always difficult 


obtain good salesmen in insurance 
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lines and that the past year showed no 
improvement in this respect. 

The outlook for 1927 is in the main 
considered promising. Some report it 
much better than at the beginning of 
1926. In a general way only normal 
business conditions are looked for. A 
low mortality was reported by one large 
company, with interest on loans being 
paid promptly. 





Detroit Managers Have Dinner Dance 


The Life Managers Association of 
Detroit has completed arrangements for 
a dinner dance for the managers of the 
city and their wives to be held at the 
Book-Cadillac hotel the evening of Jan. 
21. The arrangements are under the di- 
rection of Robert Campbell, Michigan 
manager for the Manufacturers Life. 
President J. J. Mooney, of the Michigan 
Mutual, and Mrs. Mooney; President 
Clarence Ayres of the American Life of 


Detroit, and Mrs. Ayres; and President 
M. E. O’Brien of the Detroit Life, and 
Mrs. O’Brien, will be guests of honor. 


A one-act play “The Man on the Kerb” 
will be presented. A series of readings 
will be given by Miss Dorothy Bair and 
selections by Cameron McLean, noted 
Scotch baritone. Miss Helen Bair, who 
takes the leading part in the play and 
Miss Dorothy Bair, who will give the 
readings are daughters of Charles D. 
3air, local manager for the Prudential. 





Aetna Life Ohio Conference 


The Columbus, O., agency 
Aetna Life will hold an all-day confer- 
ence in Columbus, Saturday. Several 
officials from the home office will be 
present. H. P. Gravengaard of Colum- 
bus is the general agent for that terri- 
tory. 


of the 





Oppose Pension Plan 


The Pennsylvania State Chamber of | 


Commerce, through Robert Haight, 
manager of the legislative bureau, ex- 
pressed emphatic opposition to the adop- 
tion of the old age pension act to be 
presented before the legislature at Har- 








| 
I 
| 


| 1926. 
| the production of life 


risburg next month. Mr. Haight said: 
“The Chamber opposes the old age pen- 
sion measure because it is socialistic, 
paternalistic and un-American. Its 
adoption would destroy thrift and energy 
in the individual. And last, it would 


take at least $40,000,000 annually from | 
‘the state to | 


in 


” 


current tax revenues 
properly administer it. 





Phoenix Mutual Employes’ Banquet 


Employes of the Phoenix Mutual Life 
held their annual banquet under the di- 
rection of the Phoenix Mutual Club last 
week. President Archibald A. Welch 
and Vice-president Arthur M. Collens 
were the speakers. After the speakers 
there was a showing to the employes 
of the motion picture, “Something 
Worth While,” recently completed by 
the advertising department of the com- 


pany. 

Guests of the club were Winthrop 
B. Robbins, manager of the company’s 
office at Springfield, who played the 


leading part in the picture, and Mrs. 
Robbins, and Floyd A. Ramsdell, gen- 
eral manager of the Worcester Film 
Corporation, under whose direction the 
picture was produced. 





Good Year in Cleveland 


Cleveland and Ohio experienced a 
very satisfactory year in 1926 for life 
insurance, as seen from the standpoint 
of several officials of local companies and 
general agents. It also proved a great 
year for group life insurance, a great 
deal better than 1925. The first six 
months showed a larger increase than 
the latter part of the year. 

Experts on business conditions seem 
to prophesy that 1927 will be a year of 
prosperity, about equal if not better than 
There is no reason to assume that 
insurance should 
not follow the same trend. People are 
being better educated to appreciate the 
increasing value of life insurance and 
they also have more money with which 
to pay for it, judging from wages earned 
and the substantial increase in number 
and amount of savings accounts. 








Seventy -Six Years Ago 








the Massachusetts Mutual Life Insurance Com- 
pany was organized by a group of men with 
unusual foresight. They conceived an organ- 
ization that would create a personality of strength 
and friendliness, and conduct its affairs so as to 
win and hold the confidence of policyholders. 


During all these years this institution has faith- 
fully maintained the spirit of service inaugurated 
at its birth. Today it ranks with the best com- 
panies in the country and is known throughout 
the land as The Company of Satisfied Policy- 
holders. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 











MASSACHUSETTS MUTUA 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 
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CRITICIZE TAXING SYSTEM)! 





Commissioner Wells Explains 
Insurance Revenue Is Not Merely 
for State Supervision 





PAUL, MINN., Jan. 5.—Consid- 
erable space has been given by Twin 

Cities newspapers to a bulletin issued by 
a Chamber of Commerce of the United 
States in which Minnesota’s system of 
insurance taxation is criticized. The bul- 
letin points out that in 1925 a total of 
$1,614,827 was collected by the state in 
licenses, taxes and fees from the insur- 
ance industry, the inference being that 
this was an indirect tax on residents of 
the state to maintain state functions for 
which policyholders already had been 
taxed as citizens. 

In commenting on the bulletin, Com- 
missioner Wells explained that the 
Minnesota law was passed 50 years ago 
as a revenue measure and to regulate 
the insurance business, rather than to 
raise money merely for the maintenance 
of service to policyholders through the 
state insurance office. The commissioner 
added that the actual cost to the policy- 
holder is so small as to be of little im- 
portance. He denied that the insurance 
tax was a special one any more than 
certain other state taxes. Mr. Wells 
said that the proportion of the insurance 
tax used in maintaining his department 

1925 was between 4 and 5 percent. 


Report Good Gain 


The Chicago office of 
cut General Life reports its 1926 business 
is being 10 percent over the previous 


That | 





the Connecti- | 


vear. The premium income of the | 
agency during the past year passed 
$100,000. 


KANSAS CITY AGENCY MEETS 


Mutual Life of New York Salesmen | 


Attend the Annual Field Club 





Meeting 
KANSAS CITY, MO., Jan. 5.—The 
Kansas City agency of the Mutual Life 


of New York held its annual field club 
meeting here last week. The 
was under the direction of J. F. Trot- 
ter, manager, and was the largest and 
most successful ever held in the agency 


here. More than 65 agents from 56 


meeting | 


counties in Missouri and six counties in | 


Kansas attended the meeting, a require- 
ment of $25,000 in insurance written and 
paid for, being fulfilled by each delegate 
in attendance. A high point in the meet- 


ing was the announcement that in 1926, | 
the representatives of the Kansas City | 


agency wrote 2,300 applications, 
total volume of $8,000,000. This is a 
substantial increase over last year. Ten 


producers in the agency paid for an aver- | 


age of over $250,000 apiece. 
The speakers were S. B. Hopkins, su- 


perintendent of agents; Charles E. 
Brown, district manager at Carrollton, 
Mo.; V. H. Miller, district manager at 
Kansas City, Kan.; A. C. Prater, dis- 
“ manager at Springfield, Mo.; Dr. 

H. Laning, medical referee; Dr. J. R. 
Heit agency instructor, who con- 
ducted a sales session; L. C. Knigh- 
ton, district manager of Joplin, and A. 
R. Coburn, district manager at Chilli- 
cothe. 


More than 100 attended the banquet, 
which closed the meeting. A. R. Co- 
burn was toastmaster. FE. E. Amick 
vice-president of First National Bank of 
Kansas City was one of the principal | 
speakers, along with W. C. Michaels, 


for a} 


Prosperous Detroit 


HERE is no other city in the world which offers the same oppor- 

tunity for an energetic life insurance agent as Detroit. Detroit has 
such a diversity of industrial and commercial activity that prosperity 
is CONTINUOUS, not seasonal. 


Detroit people are prosperous and they are happy. They are firm 
believers in life insurance. The Detroit Life Insurance Company owns 
its own Home Office, gives agents every consideration and exceptional 
service, and offers all forms of old line legal reserve standard policies. 
Our agents all are members of the Detroit Life Family. They are 
successful and they are participating in Detroit's prosperity. Any life 
insurance man, any part time man contemplating affiliation in Detroit, 
is invited to call at the Home Office, 2210 Park Avenue, and make 
satisfactory arrangements. See President M. E. O’Brien, or his assistant, 
Homer Guck. 


DETROIT LIFE INSURANCE CO. 


“The Company of Service" 
HOME OFFICE BUILDING 2210 PARK AVE. 





Life insurance opportunities available. 
Good Contracts—Write Homer Guck, Assistant te the President. 
































ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 











A progressive up-to-date company with a program of 
expansion and growth. ‘ 
All Texas is our field. | 











“The Fast Growing Company of the Southwest” 
San Antonio, Texas 
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the company’s attorney in Kansas City, | resenting the work of the first three 000 
and Gerald M. Fennell, a $1,000,000 pro- | days of the week. A farce comedy en- the 
ducer of the Mutual Life. titled “The Go-Getter” had two char- exe 

acters, J. A. Luttbeg taking the part of by 
WILHELM AGENCY MEETING | the insurance agent, and G H. Davis mo 
acting as the prospect. ; 
Northwestern National Life Represent- cas 
- KANSAS CODE FACING FIGHT : 
atives Attend Tenth Annual Con- 
vention at Omaha Will Be Chief Item of Insurance Inter- har 
est Before Coming Session of 
. OMAHA, NEB., Jan. 5—Fifty agents | binges oa 
New Y ear Greetings attended the tenth annual convention of | eg! 
H. O. Wilhelm & Co., state agents for | 7 
: the Northwestern National Life of Min- TOPEKA, KAN., Jan. 5.—The ses- Ha 
neapolis, here last week, marking the | sion of the Kansas legislature that opens has 
from the close of a very successful year. next Tuesday may be of great impor- for 
A substantial increase was made in| tance from an _ insurance standpoint. nec 
paid-for business in_ spite of business | The 1925 session authorized an insur- kot 
MIDLAND MUTU A I conditions in Nebraska and Iowa. Pro- | ance code commission to rewrite the tim 
duction for the year totaled $4,597,000. | insurance laws of the state for the first bei 
Up to Dec. 1 the agency had secured | time since 1868. The commission worked oth 
LIFE INSURANCE CO settlement with application on 89 percent | 18 months and has completed the pro- Th 
sa of the policies issued—65 percent cash | posed code. vol 
and 24 percent represents note settle- There are some things in the code ove 
COLUMBUS, OHIO ments. The agency now has $17,000,000 | that the insurance companies do not like / 
insurance in force, a greater figure than | and they are expected to make a con- tait 
100 of the country’s life companies. | siderable effort in the insurance com- ae 
H. O. Wilhelm, president of the agency, | mittees to secure changes in the code pat 
opened up in Omaha ten years ago, | or possibly defeat it. The fire companies gel 
when the company had only one policy- | object to the retention of the 4 percent col 
holder in Omaha. premium tax on foreign companies. The 
The afternoon of the first day was | life companies object chiefly to the for- [— 
devoted to the HOW Club initiations. | feiture law but it has been amended to 
Wednesday's program was a full one, 20 | suit most of them. 
people participating with short talks. The new code puts the casualty and 
Assets, Over Thirteen Millions The company’s policies, methods of sell- | surety companies under the rate regula- 
ing various classes of prospects, the op-| tion and anti-discrimination law the Ol 
In Force, Over Eighty-Three and a Half Millions portunities in the life insurance field, | same as the fire and tornado carriers, 
were all given attention. and it is expected that there will be a ; 
Mr. Wilhelm acted as toastmaster at | demand in the legislature to include use Li 
the banquet. B. E. Williams acted as | and occupancy and many other lines 1 
chairman of the first session, and R. R. | written by fire companies that are not 
3rott in the afternoon. Dr. Henry Wire- | now subject to the anti-discrimination 
man Cook, vice-president and medical | law. 
director, and Budlong, agency 
publicity director, were on hand from Gave Luncheon for Agents pr 
the home office. Another guest was ce . mi 
D. J. Connolly, general agent at Sioux W. W. Williamson and Sidney Well- pu 
City. beloved, general agents for the Phoenix re: 
The banquet was marked by the pre- | Mutual Life in Chicago, gave a luncheon Te 
sentation of applications for $96,000, rep- | for the members of their agency and ov 
their wives at the Union League Club bu 
last Thursday. ci 
eri 
Had Record December wi 
Leonard Ellsworth, Chicago general = 
agent of the Provident Mutual Life, re- a 
{ ports that his agency had a record a 
month in December, showing an in- - 
crease of 55 percent in paid business. 

i The December total was $722,000, which ba 

N was 55 percent over the amount re- i 

NOW OPE ported in December of last year. The i. 
agency’s business for the year approxi- ' 

mates $4,500,000, as compared with a 

_ slightly over $4,000,000 last year. he 
*LIFE INSURANCE COMPANY 7 . 

ROCKFORD : Urge Bigger Nebraska Budget ~ 

: A delegation of Nebraska insurance ar 

Write to men who recently called on Governor lit 

McMullen to urge a wider use of the T 

: | $800,000 a year paid in by the companies lit 

Francis L. Brown, Secretary | for licenses, taxes and fees for the sup- 7 

port of the department, reported a cor- th 

ROCKFORD, ILLINOIS | dial reception, but very little indication w 

| that the plea will be effective. The ap- be 

| propriation for the department of $16,- th 

th 

re 

g Even an MUTUAL LIFE or ILLINOIS ! 

" E Seas H. B. HILL, President in 

P ol 

ficien SPRINGFIELD, ILLINOIS o 

m 

] W orkman Agents are splendidly equipped with such tools as { fc 

] 1. Non-Medical 6. Female Insurance 10. Health & Accident ' sé 

{ 2. Salary Savings Without Restrictions 11. Direct Mail Advertising A 

Needs 3. Monthly Premium 7. Annual Dividend 12. Sales Promotion Department j os 

} 4. Juvenile Policies 8. Non-Participating 13. Educational Course | tc 

5. Payor Insurance 9. Sub-Standard 14. Sales Folio - 

' Adequate ' 
Annual dividends payable on Non-Participating forms after 20 years. ‘. 
The famous 5 Paint G. P. S. Policy—It’s different—A sure fire business getter. Se 
Tools Excellent General Agency Territory in Illinois, Indiana, Iowa, Michigan, Missouri, and Ohio. a 
° Write in strict confidence to F. M. FEFFER, Vice-President & Agency Director | b 
S¢ 
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000 a year is entirely inadequate, and 
the facts were fully laid before the chief 
executive. Warm praise was bestowed 
by the delegation on Commissioner Du- 
mont’s administration. 

The insurance men will carry their 
case to the legislature, but if the gov- 
ernor does not include an _ increased 
amount in his budget it will be much 
harder to secure legislative attention. 





New Handbook Out 


The 1926 edition of the 
Handbook, which is issued biennially, 
has appeared from the press. Hereto- 
fore, this book has been issued in con- 
nection with the North and South Da- 
kota territory, but this year for the first 
time these books were divided, one book 


Minnesota 


being issued as the Dakotas and the 
other for the state of Minnesota only. 
The book heretofore has been too 


voluminous; Minnesota alone comprises 
over 400 pages. 

All of the standard information con- 
tained in the Underwriters’ Handbooks 
is shown in Minnesota. A list of com- 
panies operating in the state, with their 
general and state agents, as well as a 
complete list of agents listed alpha- 


LIFE 
betically with the ainda that ae 
represent, makes the book extremely 


useful to those interested in the insur- 
ance business in Minnesota. Copies 
may now be purchased from Tue Na- 
TIONAL UNDERWRITER, 1362 Insurance Ex- 
change, Chicago, at $7.50 per copy. 


Equitable’s Chicago School 


A permanent school for the training 
of new agents has been established in 


| Chicago by the Equitable Life of New 


York. The first class started Jan. 3 and 
will run for two weeks. This school, 
which will be conducted by H. J. Ross- 
man, will give every new representative 
an opportunity of studying the initial 
plan of life underwriting. 


Plan “Y” Course in St. Paul 


being made for an- 
life insurance at 


Plans are now 
other short course in 
the Y. M. C. A. at St. Paul, early in 
March. Lecturers are being obtained 
and company representatives through- 
out the St. Paul territory will come in 
for the school. A similar short course 
a year ago proved a great success and 
was attended by hundreds of life under- 
writers. 








IN THE SOUTH AND SOUTHWEST 








OUTLOOK IN TEXAS BRIGHT 


Life Insurance Companies Expect 1927 
to Be Better Than 1926 for Sales 
of Policies 


DALLAS, Jan. 6.—Despite the low 
price of cotton and the big scare thrown 
into commercial activities through wide 
publicity of threatened panics and dire 
results, the life insurance business in 
Texas in 1926 showed a good increase 
over that of 1925 in actual amount of 
business put on the books, company offi- 
cials and state agents report: The gen- 
eral average increase in new business 
written in 1926 when compared to that 
of 1925 will be around 10 percent ac- 
cording to reports. In some instances 
companies showed as great as 20 per- 
cent increase while in others the increase 
was around 5 percent. 

When the farmers, business men and 
bankers found by studying the plain 
facts and figures the value of the Texas 
crops, including cotton, in 1925, was 
a little more than $750,000,000 while in 
1926 it was more than $950,000,000, the 
howl about hard times ceased. The 
business men got their shoulders to the 
wheel. 
and it was but a short time 
lines of business were hitting on all six. 
The insurance companies, with other 
lines, were selling plenty of insurance 
They kept it up for the remainder of 
the year, and they enter the new vear 
with prospects brighter than they have 
been in Texas for some time. Because 
there is plenty of money in circulation, 
the farmers are about out of debt, the 
merchants are selling plenty of goods, 
the laborers have their positions at no 
reduction in pay. 


Seek Medium Sized Policies 


until all 


The majority of the business in Texas 
in the past year has been on policies 
of $5,000 to $25,000, companies reported, 
and the majority of this has been the 
monthly income policies. The compa- 
nies report it is as easy to sell a policy 
for $5,000 or $10,000 now as it was to 
sell one for $1,000 a few years ago. As 
a general rule the companies and: the 


The bankers and farmers aided, | 


for the life insurance business. That 
is because the people have been 
awakened to the need of insurance and 
the general situation is sound. Every 
line of business is prosperous. The 
present outlook for crops is better than 
a year ago. The cotton crop will be 
reduced. Grain crops will be increased, 
as will vegetables and potatoes. And 
these things will mean a more even flow 
of money in the state the year around. 





Officials Attend Charlotte Dinner 


Officials of the Jefferson Standard 
Life attended a banquet given by Lester 
Brooks, Charlotte, N. C. for the Char- 
lotte agency Jan. 1, Plans were dis- 
cussed for ‘2 - more and better busi- 
ness in 1927. Those attending from the 


home office were: Julian Price, presi- 
dent: C. W. Gold, W. T. O’Donohue, 
F. E. Cann, A. R. Perkins, R. B. Coit, 
A. T. Haley, H. P. Leak, E. P. Ross, 


A. V. Mozingo. 


Hold Meeting in Nashville 


That the general public, the nation and 
society as a whole benefited by life in- 
surance, as well as the immediate family 
of the insured, was the assertion of A. S 
Caldwell, commissioner of Tennessee, in 
an address at a meeting of district agents 


A. White and 





, of the Mutual Life of New York last 
| week in Nashville. Dr. J. B. Hibbitts, 
Ir., state medical referee for the com- 
pany, was also a guest. The banquet 
followed an all day sales conference, 
over which J. D. Torrey of the Nash- 
ville office presided. Officers were 
elected as follows: President, F. W. 
Hamilton of Knoxville; vice-president, 


Pe ee > 


| Rock, a Negro company, 


state and district managers were not | 
concerned over $100,000 policies. They 
took the applications, of course, but 
they made the play for policies of 


smaller denominations. 


_ Discussing the outlook for business | 
in 1927 every company was of the opin- | 


ion the amount of new business written 
would exceed that of 1926. They said, 
barring circumstances 


unforeseen, or | 


scares like that of last September and | 


October, 


this vear should be a hummer | 


Rucks of Nashville; 
Fred T. Ragan of 


secretary- 
Nashville. 


treasurer, 


Century Life Increases Capital 


An amendment to the articles of in- 
corporation of the Century Life at Little 
was filed last 
week. The amendment was in the form 
of a resolution to increase the capital 
from $50,000 to $100,000 and authoriz- 
ing the sale of 4,990 shares of treasury 
stock for $15 a share, $10 to be on ac- 
count of capital and $5 on account of 
surplus, 


Duty Leaves Arkansas Department 


Claude Duty, who has been in charge 
of the insurance division of the Ar- 
kansas department of insurance and 
revenue since its establishment early 
last year, has resigned. He has been 
appointed assistant attorney general in 
charge of litigation involving the state 
highway department. 

Mr. Duty has been practicing law at 
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LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 
SHREVEPORT, LA. 














SATISFIED WITH YOUR JOB? 


=> 


ARE YOU 


Are your earnings all that they should be, and is your job 
capable of expanding into what you wish for the future? 


I NOT, a real opportunity is offered to you in the State of 
ALABAMA 
This state is the home of the greatest industrial center in 


the entire South and where thriving industries are, business 
is always good. 


confidence. 


ALABAMA 


Your communication will be treated with 


THE FOLMAR AGENCY, of 
Southern Managers 


The Louisiana State Life Insurance Company 
Branch Office 
Shepherd Bldg. 

Montgomery, Ala. 


Executive Offices 


Troy, Alabama 


IRA F. ARCHER 


Superintendent of Agencies 
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Strengthening 
the Sales Talk ~ 


peas Salesmen have long re- 
alized the value of pictures and charts 
to illustrate their sales arguments. The 
message is carried quickly to the brain 
and the impression is lasting. For this 
reason, The Aétna “Individual Presenta- 
tion” is of inestimable value to A®tna- 
izers in closing sales. 


The cover is dark blue and there are 
various inside sheets—some with illus- 
trations and charts, others left blank for 
the agent’s typewritten program. The 
great feature of the presentation is that 
it is designed so that the individual case 
can be fully presented. 


S. T. WHATLEY 
General Agent 


7Etna Life Insurance Company 
Suite 2043—230 S. Clark Street 


CHICAGO, ILLINOIS 
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<a with his brother, John R. Duty, 
since 1924. When the insurance depart- 
ment was reorganized and merged with 
the newly created department of insur- 
ance and revenue he was appointed as- 
sistant commissioner of the department 
in charge of the insurance division. 


Kansas City Life’s Texas Meeting 


The annual meeting of the Kansas 
City Life agents in Texas will be held 
Jan. 15. "Orville Thorp is state manager. 
It is expected 100 agents, many accom- 
panied by their wives, will be in attend- 
ance. The agency has written $20,000,- 
000 of business the past year. 





Union Standard Increases Capital 


The Union Standard Life, one of the 
new life companies of Dallas, has in- 
creased its capital from $136,000 to $146,- 
000. The plan of the company is 
eventually to boost the capital stock to 
$250,000 and the surplus to a_ like 
amount. 


Is Holding Annual Meeting 


The Southland Life of Dallas is hold- 
ing its annual round-up for the agency 
force Jan. 6-8 in Dallas. One of the 
largest attendances in years is planned. 
The company has had one of the great- 





| est years in its history and has written 
more business than ever before. It is 
p ylanning to enter several new states next 
year. A number of southern life insur- 
ance officials and prominent men will 
be speakers at the round-up and some 
extremely interesting entertainment 
features are planned for the agents and 
their wives. 


Northwestern Mutual Meetings 


M. H. O. Williams, assistant superin- 
tendent of agencies for the Northwest- 
ern Mutual Life, and John P. Davies, 
educational director of the same com- 
pany, will conduct an agency meeting 
for underwriters connected with the 
Russell Law agency at Oklahoma City 
for the western half of Oklahoma, Jan. 
17-18, 

A similar meeting for agents of the 
eastern district of Oklahoma will be held 


by these officials at Muskogee, Jan. 
19-20, 
Sentinel to Enter Texas 
F. L. Hildebrand, superintendent of 


Sentinel Life of Kansas 


agencies of the § 
Tex., arranging 


City, has been in Dallas, 
for the entrance of the Sentinel into 
Texas. The company expects to start 
operations in that state early in the year. 





| 





PACIFIC COAST AND MOUNTAIN FIELD 








HAD SCHOOL IN LOS ANGELES | 


Southern California Agency of Phoenix 
Mutual Life Held All-Day 
Session 


The southern California agency of the 
Phoenix Mutual Life held an agency 
school all day Monday with leading men 
from other agencies as the speakers. 
Will G. Farrell of the Penn Mutual 
spoke on “What Men of Wealth Can 
Do for Their Cities Through Life Tnsur- 
ance and Trusts.” Robert A. Brown, a 
$1,000,000 writer for the Pacific Mutual, 
discussed “Why I Am a Life Under- 
writer and What I Think of the Busi- 


ness”; W. A. Reid, manager of the 
Retail Credit Company, “What We Try 
to Do for Life Insurance Through In- 


spection”; Victor T. Johnson, trust offi- 
cer, Citizens Trust & Savings 
Los Angeles, “Life Insurance Trusts 
from Your Side and Ours”; Charles L. 
Lewin, $2,000,000 writer of the Pacific 
Mutual, “The Inside and Outside of 


Business Insurance.” 


——— 


Bank, | 


One of the interesting items on the | 


of Califor- 


“State 


program was entitled 
of the New York 


Paul B. Lewis,” 


nia vs. : 
Life, charged with being a _ successful 
life underwriter. The program stated 


that Mr. Lewis pleaded not guilty. He 
was cross-ex xamined and the agency ren- 
dered the jury's verdict at the close of 
the hearing. The agency held a get-to- 
gether luncheon. 

The Southern California agency, 
which is located in Los Angeles, has 
closed the year considerably ahead of 
1925, both in paid premiums and face 
amount of insurance. The agency has 
expanded in number of men and the 
outlook for 1927 is very rosy. George 
W. Ayars is manager of the company 
for southern California. 


Many Taking Group Insurance 


3,000 employes of the 
Sound Light & Power Company of 
Seattle and subsidiary companies are 
taking out or considering group insur- 
ance under the plan inaugurated two 
months ago by the signing of a master 
contract by the power company and the 
Western Union Life of Spokane. 

The plan embodies a. pension system 
along with ordinary life, total disability, 
premium waiver and cash 
value. 

The.employe bears a portion of the 
cost of the insurance but long service 
is recognized by an_ increasing 


Some Puget 


| that she secured $10,000 from 


ment of insurance. Starting at age 21 
the employe pays 75 per cent of the pre- 
mium. As age increases the employe 
pays less until at age 67 the company is 
paying 75 percent of the cost. 


Standish Agency’s Record 


H. D. Standish, manager of the Sun 
Life of Canada at Los Angeles, reports 
that his agency closed its year with a 
total volume of written new insurance 
in excess of $5,000,000. This is con- 
sidered an exceptionally fine record in 
view of the fact that this is the second 
full year since the establishment of the 


agency. Mr. Standish was assistant 
general agent for the Union Central 
Life in Chicago before going to the 
coast. 


Western States Life’s Gain 


Insurance in force of the Western 


States Life has passed the $117,000,000 
mark, a gain of more than $9,000,000 
in 1926, 


Don’t Throw Away Policy 


In a talk last week at Ogden, Utah, 
Insurance Commissioner John G.° Mc- 
Quarrie urged his audience to make 


sure a lapsed life insurance policy was 
indeed a lapsed policy before throwing 
it away. He explained the paid-up fea- 
tures of modern life insurance policies 
and other features which often made 
them of value years after the last pay- 
ment has been made. The commis- 
sioner told of a case in which the widow 
of a Utah sheriff had thrown away her 
husband’s policy because she knew it 
had not been paid on for some time. 
A banker with whom she was discuss- 
ing his financial affairs one day after his 
death, urged her to recover the old life 
policy, which she did, with the result 
it. 





Cultivates Two New States 


The Farmers National Life has re- 
entered New Mexico, where a _ small 


| amount of business was placed on the 


| eral 
surrender | 


allot- | 


books some years ago. Cecil H. Walter, 
general agent at Kokomo, Ind., has 
moved to Albuquerque, where he will 
take charge of the New Mexico work. 
The company has also entered Florida, 
Linman & Son, who were formerly gen- 
agents at Ionia, Mich., going to 
Florida to take care of that. state. 
George Shields, who in years past has 
written considerable business in Ohio 
and Iowa, has taken up Oklahoma and 
will have charge of that state. 








; urer and six directors, 
| volume of business done, rather than on 
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NEW COMPANY IN NASHVILLE 


Dixie Life & Accident Will Write In- 
dustrial and Commercial Accident 
and Health Business 


NASHVILLE, Jan. 5.—Organization 
of the Dixie Life & Accident Insurance 
Company of this city, capitalized at 
$100,000, was announced this week. The 
company will begin business about Jan. 
15, and will specialize in industrial 
health and accident insurance, and in 
commercial health and accident policies, 
it was stated. 

Oury Harris, formerly officially con- 
nected with the Cotton States Life and 
the Southern at Nashville, will probably 
be president of the new concern, it was 
announced. George L. Hicks, many 
years secretary of the Life & Casualty of 
Nashville, with Mr. Harris, will have ac- 
tive charge of the new company. The 
board of directors includes C. A. Folk, 


Dr. J. L. Bryan, Lorenz Neuhoff, John 
Bouchard, and Wendell Levine. The 
stock was practically absorbed by the 


directors and their associates 

The company has leased offices at the 
northwest corner of Fifth and Dead- 
erick streets. 


Brockway Hartford Manager 


Announcement of the appointment of 
U. Hayden Brockway as manager of the 
life, accident and group departments in 
the Hartford branch office of the Trav- 
elers Insurance Company has _ been 
made by H. H. Armstrong, superintend- 
ent of agencies. He succeeds Gordon V. 
Kuehner, who was promoted last May 
to associate manager of the Chicago 
branch office of the Travelers. Since 
then Mr. Brockway has been in charge 
of the life, accident and group depart- 
ments as assistant manager. He will 
work in conjunction with E. B. Field, 
who remains as manager of the casualty 
lines in the Hartford office. 

Mr. Brockway, a native of Hartford, 
is 36 years old and was graduated from 
Yale in 1911. He entered the casualty 
actuarial department of the Travelers 
but resigned during the war to enter the 
army. After the armistice he returned 
to the Travelers’ accident department 
and was appointed a field assistant in 
the Hartford branch office on Jan. 1, 
1925, being promoted to assistant man- 
ager on Feb. 1, 1926. 


Would Base Salaries on Volume 


UTICA, N. Y., Jan. 4—At the annual 
meeting of the Commercial Travelers 
Mutual Accident, to be held here Jan. 10, 
an amendment to the by-laws will be 
voted upon, calling for payment of sal- 
aries to the president, secretary-treas- 
proportionate to 


basis. Salaries of 
be raised approxi- 
if the resolution is 


a “straight salary” 
these officers will 
mately 50 percent, 
adopted. 

Under the amendment the president 
will receive 2% cents per member, the 
secretary-treasurer 9 cents and each of 
the six directors 2 cents per member, all 
payable -in monthly installments. Basis 
for computation will be the membership 
reports of the preceding Dec. 31. 

The proposal is being watched with 
interest by insurance carriers, as it is a 
distinct departure from general custom. 


Offers Free Health Service 


NASHVILLE, TENN., Jan. 4—The Na- 
tional Life & Accident of this city, in 
setting aside January as 
service month,” has initiated 
of free health examination in various 
parts of the country. A close study of 
the conditions under which policyholders 
are eligible for the service is to be made 
by field agents of the company, who in 
turn will familiarize policyholders with 
the new system. 

An increase in work 
department is expected 
establishment of the free 


in the ordinary 
to follow the 
health service. 


“policyholders | 
a system 


| known and well loved by 


|GET MERCHANTS & BANKERS 


'Rockwoods of Springfield, Ill, Take 
Over the Local Accident and Health 
Insurance Company 


H. G. Rockwood and G. C. Rock- 
wood, who are the main factors in the 
Continental Auto Insurance Association 
of Springfield, Ill., have taken over the 
Merchants & Bankers Casualty, an as- 
sessment organization which was estab- 
lished some few years ago. It had a 
| premium income last year approximat- 
| ing $100,000. G. C. Rockwood is presi- 
dent; J. A. Feffer, vice-president; C. A. 
Livingstone, counsel; H. G. Rockwood, 
secretary and treasurer. The manage- 
ment expects to develop the business 
throughout Illinois and will perhaps en- 
ter at least one other state this year. 

It is expected that the Merchants & 
Bankers Casualty will be changed into 


a stock company within two or three 
years. It is writing a complete line of 
health and accident policies, both on 


the monthly and annual premium plan. 
It already has established a very good 
agency staff. The Rockwoods are sub- 
stantial and successful business men 
who will put the company well to the 
fore as they have eminent organizing 
ability. 


National L. & A. Promotions 


W. G. Sandlin of Chicago No. 1, J. R. 
Adams of Cincinnati, E. Helm of New 
Orleans No. 2 and J. C. Fawsett of Tex- 
arkana have been promoted by the Na- 
tional Life & Accident to superinten- 
dencies in their respective districts. 


Not a Case for Equity 


the 
ualty vs. 


case of the Continental Cas- 
Ethel B. Yerxa, guardian, dis- 
trict court of Massachusetts, the court 
ruled that where an accident and health 
policy is obtained through fraudulent 
concealment and illness occurs which 
would give the insured a claim to com- 
pensation, the insured cannot come into 


In 


equity to have the policy cancelled, as a 
complete and adequate remedy exists at 
law. The court held that the plaintiff 
failed to show that she had not a com- 
plete and adequate remedy at law and 
that no case for equitable relief was 
stated in the bill. In an action decided 
the same day, Dec. 16, 1926, brought by 
Ethel B. Yerxa as guardian of the in- 
sured, against the Continental Casualty 
to recover overdue installments, the 
court held that the case was decided by 
the ruling in the foregoing case. The 
court held that for reasons stated in the 
opinion in that case, the motion to dis- 
miss the action to recover overdue in- 


stallments must be sustained. Both bills 


were dismissed. 


Kanvas Agent’s License Revolred 


The license of J. E. Blankensliv of 
Wichita has been revoked by the Kan- 
sas department because of alleged ir- 


regularities in the handling of the busi- 
ness. It is charged that Mr. Blankenslip 
failed to make complete reports and pay- 
ments under applications for accident 
and health insurance he has written and 
also that he has failed to send in some 
applications that were made and paid 
for. 


Veteran Agent Dead 

N. B. Rice, 81, Confederate veteran, 
and for the last 20 years employed as 
a field man by the National Life & Ac- 
cident of Nashville, died at his home in 
that city last week. Mr. Rice, well 
insurance men 
in his duties until 





of the city, was active 
about ten days ago. 


American Life’s New General Manager 





V. L. Tickner has been appointed gen- 
eral manager of the American Life of 
Denver. He was formerly agency man- 
ager of the United American of Jack- 
sonville, Fla. Mr. Tickner has spent 15 
years in life insurance work. He is an 
associate of the American Institute of 
Actuaries and during the war was as- 
sociated with the bureau of war risk in- 


| Surance, 





Vitm 
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ANNOUNCE SOME PROMOTIONS 


Prudential Advances Some of Its Men 
in the Ranks—Other Industrial 


Activities 
An outstanding promotion of those 
recently announced among Canadian 


representatives of the Prudential was 
that of Gilbert E. Long, who has as- 
sumed charge as superintendent of the 


newly formed district known as Toronto 
No. 5. The new Canadian superintendent 
first entered the Prudential service as 
an agent in the Toronto No. 1 
under date of April 8, 1915. 
was appointed assistant superintendent 
in the same district. 


Harry J. Sanderson is a new assistant 
superintendent in the Syracuse No. 1, 
N. Y., district. He has been continu- 


ously connected with the company since 


Nov. 5, 1923. 
Harold D. Crowell, who began his 
services with the company as an agent 


on July 14, 1924, in the Jamestown, N. Y., 
district, has been promoted to be an as- 
sistant superintendent at Dunkirk, a 
detached office of the Jamestown district. 

Michael Tirpak, Jr., an agent operat- 
ing from the Wilkes-Barre No. 1, Pa., 
district, has assumed charge of an addi- 
tional assistancy created at Nanticoke, 
Pa., attached to that district. The sign- 
ing of an agency contract on November 
12, 1917, marked Mr. Tirpak’s entrance 
into the Prudential’s service 

Agent Rollo L. Farrell of 
apolis No. 1 district has been 
to assistant superintendent in 
district. 

How to collect the debit with dispatch 
has never been a problem to Agent 
Martin Lych, Pittsburgh No. 5, for he 
has been without a peer in account con- 
dition in Division “E” for a long period. 


the Minne- 
promoted 
the same 


Week after week, year after year, the 
arrears averaged 2 and 3 percent of the 
debit with advance payments always 
near the 500 percent mark. 

Agent Bernard T. McConnell, Johns- 
town, Pa., for five years has received 
special salary from weekly increases 
every week except on two occasions, 
once when he had a $10 decrease and 
again when there was a blank. Dur- 


ing these years Mr. McConnell has aver- 
aged weekly a net increase of three 
figures. 


NEWS OF THE PRUDENTIAL 
Number of Men in the Agency Ranks 
Have Been Promoted to Higher 
Positions 





In recognition of their excellent work, 


the following Ohio representatives of the 
Prudential have been advanced to assist- 
ant superintendents: John F. Bolles, 
Cleveland No. 2; Francis P. Seaman, 
Cleveland No. 6; Charles Gotti, 


town; Leonard W. Donnelly, Toledo No 
12; William B. Harden, Springfield, and 
Frank J. Riehl, Cleveland No, 1. 


William E. Quinlin, superintendent 
the Pottsville, Pa., district, recently com- 


Youngs- | 


of | 


pleted 35 years of continuous service 
with the company. The occasion was 
celebrated with a business meeting and | 
dinner was given at Orwigsbure. Rep- | 
resentatives from the home office, also | 
members of the Reading, Pa., staff, to- 
gether with the entire Pottsville force 
were present. 

Agent Charles Peterson, of Racine, 
Wis., has been advanced to the position 
| of assistant superintendent in the same 
district. 

Agent Henry R. Steinholm of St. Paul 
No. 1 has been appointed an assistant 
superintendent in the same district. Wil- 


liam Wright, Jr., has been promoted to 
assistant superintendent in the Utica No 
1 district and G. G. Lesch in the Buffalo 
No. 1 district. 


Western & Southern Promotions 


Cc. O. Poe, formerly assistant superin- 
tendent of the Western 
the Cincinnati-Park district has been 
made superintendent of St. Louis north. 
He has been 18 years with the company. 

E. L. Clair, assistant superintendent at 
Detroit west, has been appointed super- 


intendent of Detroit north. 

The Conopus Club of Des Moines at 
its annual election last week reelected 
Earl E. Crawford of the Baird-Taylor- 
Crawford-Lewis Co. local agency, treas- 
urer, and M. M. Deming, state agent for 
the American Central Life of Indian- 
apolis, secretary. 








NEWS OF LOCAL ASSOCIATIONS 








HAVE TWO GOOD SPEAKERS |} 


New York Association Will Hear Jus- 
tice Black and Lawrence Priddy 
at January Meeting 


NEW YORK, Jan. 6—The next 
monthly dinner meeting of the New 
York Life Underwriters Association will 
be held at the Hotel Astor on Jan. 11, 
with Justice William Harman Black of 
the state supreme court and Lawrence 
Priddy, one of the largest consistent 
producers in the history of the business, 
as the principal speakers. Secretary F. 
P. McKenzie announced yesterday that 
Justice Black will talk on the “Relation 
of Insurance to Crime,” while Mr. 
Priddy will give a practical selling talk 





entitled “The City Agent—His Prob- 
lems.” 

During the past decade Mr. Priddy 
has averaged between $2,000,000 and 


$5,000,000 annually on between 100 and 
300 lives. In addition to being a former 
president of the National Association of 
Life Underwriters, he is the only man 
who has ever been honored by being 
twice elected president of the local as- 
sociation. 


Thrift Month Plans 


The organization’s national thrift | 
month committee headed by John C. 
McNamara, Jr., of the Guardian Lite 
issued an appeal for money and 
support to carry out its plans for a spe- 
cial drive during the week starting Jan- | 
uary 17 to sell the public on the idea | 
of thrift through life insurance. De- ! 


Nas 


pending upon the contributions received 
from insurance men for this annual 
thrift campaign, which is being spon- 
sored by all the country’s greatest busi- 
nesses, the committee has the following 
plans under consideration: 

Formation of a speakers’ 
give short educational talks 
public schools, clubs, labor 
tions, etc. 

Distribution of 4,000 large posters en- 
titled: “Live to Win” in hotel lobbies, 
show windows, schools and other places; 


bureau to 
before all 
organiza- 


distribution of 500,000 small insert 
pamphlets, miniatures of the large 
poster; placarding of thrift posters in 


cars of subways, elevated and surface 
lines; and lastly, a letter to 1,800 clergy- 
men in the city with the request 


& Southern in 


that | 


on Thrift Sunday they bring up the sub- 


ject of thrift through life insurance. 


* 
Indianapolis.—The Indianapolis Asso- 
ciation of Life Underwriters is planning 
to cooperate with trust companies, 
banks, credit men, the real estate board, 
building and loan association and other 


interests in putting on a “Thrift Week” 
program, beginning Jan. 17 The Y. M 
Cc. A. which was the originator of the 
idea is helping coordinate these various 
interests 

* 

Kansas City, Mo.—The Kansas City 
Association is making plans to observe 
Thrift Week Without the cooperation 
of the local Y. M. C. A. the life under- 
writers have taken on the responsibility 
of introducing the subject to banks 
building and loan associations and the 
real estate board, and hope for their 
| cooperation The plan provides for the 
iplacing of more than 100 posters in | 
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ROYAL UNION 
INSURANCE COMPANY 


Des Moines, Iowa 


LIFE 


Offers an unexcelled line of policy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 
matically at age 5 without re-examination. 


Our special low rate policies to business and 


professional men are fast sellers. 


We write women on equal basis with men. 
Splendid agency openings are now available. 
Write William Koch, Vice President and 


Field Manager. 


Des Moines, Iowa 


A.C. Tucker, President 


ROYAL UNION LIFE 
INSURANCE COMPANY 































TWO WONDERFUL OPPORTUNITIES 


IN CALIFORNIA 


WHERE DREAMS OF SUCCESS IN LIFE UNDERWRITING COME TRUE 


Prominent Western Company is seeking two General Agents 
to establish and develop metropolitan general agencies—one in 


LOS ANGELES and one in SAN FRANCISCO. 


Only 


men of character and successful records of past experience 


considered. 


Attractive proposition. 
For Full information address 
W. H. SAVAGE, Vice-President 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 

















A Loyal, Efficient Agency Corps 


Back of the success of a life insurance company is a force of enthusiastic men and 


women in the 


have confidence and pride. 


field, following a vocation they like and serving a company in which they 
Their value to their respective communities and their own 


individual success stand upon the service their company renders to its constituent mem- 
bers—the proving test. 
The Mutual Life of New York, the first American legal reserve mutual life insurance 


company, has for eighty-three years met the Pass test of service to its members. 
Today, this Company's high prestige accorde 
upborne and carried on by loyal, e 


7 to public service and 
cient and contented field workers. 


achievement 


is 


Shy have unsurpassed contracts and facilities to offer to their public—all standard 
forms insurance (ages 10 to 70) and annuities, both for men and for women; 
ability and Double Indemnity Benefits; policy loans in branch agencies, and all other 


features of service 


the Company deems justified. 


They take a pride in building greatly en a great past—a loyal, efficient agency 


corps successful for the Company and for t 


emselves. 


Those who contemplate life insurance field work as a vocation are invited to write to 


The Mutual Life Insurance Co. 


of New York 


34 NASSAU STREET 
NEW YORK, N. Y. 
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And now! 


the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G, B. ALEXANDER, President 
CHICAGO, ILLINOIS 
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INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
* * * * * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


PHILADELPHIA, PENNA. 























earnings through selling more insurance to more people. 
choice territory. 


National Life Association - 


Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under 46% of the policies becoming claims, the 
insured carried no other insurance. ; 

nereased 


A National Life Contract offers the opportunity for 
Top contracts available in 


Des Moines, Iowa 

















J. C. MAGINNIS, President 
BARRY MAHOOL, Vice-President 


Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. N. WARFIELD, Jr., 
DR. J. H. IGLEHART, Medical 


-Treasurer 

















downtown windows, put out by the Na- 
tional association, and in some large 
mercantile plants and office buildings. 
On Jan. 16 the ministers of the city will 
be asked to stress thrift in their sermons 
and a radio talk on the subject will be 
broadcast Jan. 18. 
2 . 

Chicago—The January meeting of the 
Chicago association will be held in the 
ballroom of the Hotel LaSalle Thursday 
noon, Jan. 13 James A. Fulton, vice- 
president of the Continental American 
Life, will be the speaker, his subject not 
yet having been announced. Mr. Fulton 
is a forceful speaker and a thorough 
student of agency problems, attracting 
nation-wide interest during the past 
year with his addresses on agency and 
management problems. He made a par- 
ticular hit at the annual meeting of the 
Life Agency Officers and is well known 
in official ranks and among agents for 
his constructive ideas in connection with 
the business. 


WORKINGMAN’S NEEDS 
TOLD BY HALEY FISKE 


(CONTINUED FROM PAGE 3) 
first be issued Jan. 1. They will be dated 
the first day of each month, except 
where the first occurs on Sunday, and 
premiums will be payable on the first of 
each month. Policies will be issued for 


$500, $600, $700 or $800 of insurance, 
subject to the limitations of the New 
York insurance law up to age 14%. 


| They will be issued on the basis of the 





: 
| working people 


age next birthday. The tables begin at 
age 11. For standard lives, the plans 
are whole life, 20-payment life and 20 
year endowment, while for sub-standard 
lives, ther are tables on the endowment 
at age 75 and 25 year endownment plans. 

“Because the industrial monthly pre 
mium policies are designed, in the main, 
for the same risks as have 
been applying for weekly premium in 
urance of from $500 to $1,000, the policies 
will be similar in their general nature to 
weekly premium contracts. They will 
contain the provision that in case of 
lapse after payment of premiums for 
three years, the insurance will become 
automatically paid-up for a_ reduced 
amount. Cash surrender values will be 
payable after ten years. There will be 
no loan values. The grace period will be 
thirty-one davs instead of four weeks. 
The policies will contain the usual facil- 
itv of payment clause, which experience 
has proven to be wise and helpful in 
properly awarding the benefits of in- 
dustrial insurance. The policies will be 
participating, with dividends payable in 
such manner as is determined by the 
company with the approval of the sup- 
erintendent of insurance of New York 
There will be the option, customary in 
industrial policies, to surrender the 
policy within two weeks and receive 
back the premium if its terms are not 
satisfactory to the insured The _ in- 
contestability period is two vears, and 
there is a liberal provision for reinstate- 
ment. The disability provision (for 
which there is no additional charge) will 
be the same as is in the present indus- 
trial weekly premium policies. Because 
of the lower premium rates, the new 
policies will not contain the provision 
for a refund of ten percent if the pre- 
miums are paid direct to a district office 
or the home office. Nursing service will 
be granted under the same conditions 
as apply in the case of weekly premium 
policies. 


classes of 


Lower Cost 


object of the 
object-—is_ to 


the 
sole 


“As I have stated, 
new policies—their 
provide insurance at a lower cost for 
The premium rates for 
standard lives are on the average about 


|} 15 percent lower than the -present rates 
| on corresponding weekly premium poli 


amount To put it 
same amount of pre- 


the 
way, 


same 
the 


cies for 
another 


| mium will purchase on the average about 


|} 18 percent more 


| 


insurance than can be 
purchssed under weekly premium poli- 
cies. With the large volume of business 
we expect to write on the new tables 
the saving to policvholders should soon 
run into millions of dollars. 

“You were told recently 


that begin- 
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ning with Jan. 1, when the new indus- 
trial monthly premium tables become 
effective, not more than $499 of indus- 
trial weekly premium insurance will be 
issued on a single life during any period 
of less than one year. his is a revolu- 
tionary step in industrial insurance. We 
feel, however, that with insurance of 
$500 and upward, payable by monthly 
premiums collectible at the homes of 
the insured, available under our ordi- 
nary and industrial monthly premium 
policies, there is no really good reason 
for issuing weekly premium policies, 
which are more costly to the policy- 
holder. for $500 or over. While the 
limitation on weekly premium insurance 
may seem revolutionary, we believe it to 
be in accord with the highest ideals of 
life insurance. 
Favorable Comparison Made 


“IT was greatly interested in a com- 
parison of the premium rates under the 
new industrial monthly premium pol- 
icies with those of one of the largest 
of the purely ordinary companies. For 
convenience, the comparisons were made 
on the basis of the premium for each 
$1,000 of insurance, although of course 
you will remember that our new policies 
will not be issued for more than $800. 
To make the comparison, we took the 
quarterly premium rates charged by the 
other company for their policies, with- 
out any disability benefits, and divided 
by 3 to get them to a monthly basis. 
The results were remarkably close to 
our industrial monthly premium rates 
On the whole life plan of insurance at 
age 20 our monthly premium per $1,000 
is $1.72 and the other company’s $1.70; 


at age 30, our rate is $2.30 and theirs 
$2.15; at age 40, ours $3.14 and theirs 
$2.02; at age 50, ours $4.70 and theirs 


It must be remembered, however. 
that our policies become fully paid-up 
on the policy anniversary after age 74 
while the other company requires prem- 
iums to be paid throughout life. On the 
20-payment life plan our monthly pre- 
mium at age 20 is $2.48 per $1,000 and 
the other company's $2.60; at age 30, our 
premium is $3.08 and theirs $3.07; at age 
40, ours $3.48 and theirs $3.78: at age 
50, ours $5.04, theirs $4.96. 


$4.28. 


On the 20- 
vear endowment plan our monthly pre- 
mium at age 20 is $4.22 per $1,000 and 
theirs $4.28; at age 30, ours $4.44, theirs 
10, ours $4.76, theirs $4.78: 





$4.45; at age 
at age 50, ours $5.52 and theirs $5.53. 
You will notice that at some ages our 


premiums are even lower than those of 
the other company. We cannot tell you 
how much pride it gives us to. be able to 
publish premium rates for industrial in- 
surance which compare so_ favorably 
with premiums for ordinary insurance.” 


Irwin Steingut 





The Brooklyn National Life announces 
that Assemblyman Irwin Steingut of the 
18th assembly district has been ap- 
pointed to act as special representative 
Mr. Steingut will be associated with the 
Tack Warshauer general agency of 
Brooklyn. 

Wins Display Prize 

National Life was 

Minneapolis in 


Northwestern 
first prize in 


The 
awarded 


the Christmas decoration contest con- 
ducted by electrical interests in that 
city. The prize was awarded for the 


most beautiful decorative display on any 
building in the business district during 
the holiday season. 


New York Life’s Business 
The New 


business for 
pared with 


York Life reports a paid 
1926 of $895,000,000, com- 
$863,618,500 in 1925, an in- 
crease of $22,000,000. The total assets 
of the company are now $1,200,000,000, 
compared with $1,149,471,556 at the end 


of 1925 


» 2 A. Robertson 


T. A. Robertson, who resigned re- 
cently as branch manager for the North- 
ern Life at Salt Lake. has been ap- 
pointed field manager for the agency 
and will have charge of the business 
development campaign. 
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ACTUARIES 








CALIFORNIA 





B ARRETT N. COATES 


CONSULTING 
ACTUARY 


354 Pine Street - ~- San Francisco 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 

Telephone 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
2 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 








H. NITCHIE 
° ACTUARY 
1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





1OWA 





A. ANDERSON 
° ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 








E. L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 


424 Argyle Bldg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 





OKLAHOMA 





J. McCOMB 
e COUNSELOR AT LAW 

, CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bidg. OKLAHOMA CITY 























It is in some respects one of the great- 
est ever made in the annals of sales- 
manship up to his time. Any particu- 
lar and specific method which he fol- 
lowed is at least worth consideration. 
Every man who has accomplished 
things worth while seems to have had 
some rule of procedure which helped. 
Chalmers was selling cash registers 
before he was 20, and one of his rules 
was to try and earn enough by the 
12th of the month to pay his expenses 
for the entire month. His efforts to 
get business early in the month cer- 
tainly paid, for at 34 he was earning 
$50,000 a year. 


Get Under Way 
Early in the Year 


reasons why one 
should hit the line hard early in the 
year. One might become sick later, 
or business conditions might not be so 
good, or some other’ circumstance 
might intervene to prevent a normal 
business. If one does a good business 
early in the year, he will have piled up 
a surplus against future contingencies. 

Some years ago one of the most 
successful life insurance managers in 
the country made a remark which so 
impressed me that I am going to re- 
peat it. I met him in December and 
casually remarked that I presumed it 
was his busy season. “No, not par- 
ticularly so,” he replied, “I make it a 
practice to put forth my best efforts 
at the beginning of the year, instead 
of waiting until December to make 
up my quota.” The man who fails to 
put forth his best energies early in the 
year is more than likely to be disap- 
pointed at the results when he checks 
up his totals at its close. 


Put in Hardest Work 
Early in One’s Life 


There are many 


Many and many a man when he 
reaches or passes middle life regrets 
the hours, days, yes, the years he has 
spent in listless effort. He finds that 
he is slowing up, hasn’t got the pep 
he formerly had. He hasn’t earned 
and saved enough surplus to keep him 
as comfortably as he would like. The 
demands of a growing family are great- 
er, and instead of being able to relax 
a bit, he finds it necessary to put a 
greater tax on his energies. 

The man who is late at a bargain 
sale gets the culls; the man who is 
late buying theatre tickets gets a back 
seat or the one behind a post; the man 
who is late for breakfast gets poor 
coffee; the man who is late for a train, 
misses it; the man who is late for an 
appointment finds an _ unpropitious 
frame of mind waiting him. 


Working Early Is in 
Every Way Advantageous 


One of the most practical and help- 
ful resolves which any man can make 
is to be an “early bird.” I can not 
see a single objection to it, but an 
endless number of advantages. The 
salesman can carry that resolution 
right into his work with the greatest 
possible benefit. 

Work early in the day, week, month 
and year, and work early in life. You 
will acquire a habit which will prove 
to be an endless source of profit and 
satisfaction. 


CLEARY RAPS “FRILLS” 

IN MODERN LIFE POLICIES 
(CONTINUED FROM PAGE 1) 
economies. It was the commercializa- 
tion of life insurance that led to the 
1906 investigations in New York and 
Wisconsin, he declared, and similar in- 
vestigations will follow, if the companies 
in their present mad rush for business 
of any kind again allow it to become 

wholly commercialized. 
Comments on Disability 


Vice-President Cleary forcefully stated 
his company’s belief that policyholders 
in a mutual company should not suffer 
from losses due to disability and double 
indemnity features which are written on 
a stock casualty basis. 


As for disability rates, he said the life 





companies have not the necessary ex- 
perience on which to judge the ade- 
quacy or inadequacy of disability rates, 
a contention borne out by the recent 
report of a committee of the two actu- 
arial societies. 

While admitting the want of any re- 
liable experience, the committee agreed 
that disability rates in general were too 
low, one member saying that they were 
from 200 to 300 percent deficient. There- 
upon several companies advanced their 
rates sharply and it is probable that 
others will follow. 

At this time the Aetna Life, which 
has had the largest and longest expe- 
rience in the disability field, charges 
$4.50 for what other companies charge 
as low as $1.50. 


Criticizes Group Plan 


Vice-President Cleary concluded by 
saying that group insurance or mass in- 


surance, as he calls it, not only tends 
toward the elimination of agents but 
actually does eliminate them in very 


many cases and is therefore dangerous 
from an underwriting point of view. 


Life insurance is based on public 
confidence and that public confidence 
has been largely built up by honest 


intelligent agents. Group insurance with 
its overhead writing and varying rates 
is also destroying another vital factor 
in its phenomenal success, he said. 
Namely, the public’s realization that life 
insurance was one thing that really did 
have the same cost for all, rich or poor, 
big or little. 


SETS HOUSING LOAN RECORD 
Metropolitan Life Finances Dwellings 
and Apartments in 1926 to the Sum 
of $141,682,337 





NEW YORK, Jan. 6—The Metro- 
politan Life in 1926 broke all its pre- 
vious housing loan records by author- 
izing 22,150 loans for a total of $141,- 
682,337 which exceeds the 1925 figure 
by approximately $40,000,000. Author- 
ization of the loans was made principally 
for the purpose of constructing one and 
two family dwellings and moderate- 
priced apartment houses. The housing 
provided accommodations for 33,947 
families, as compared with 25,400 in the 
preceding year. The greater number of 
loans were made outside of greater 
New York, the total number of dwell- 
ings being 21,228 and 390 apartments, 
for a total of $111,817,687, accommodat- 
ing 28,659 families. 

At the end of 1926 the Metropolitan 
Life had completed seven years in which 
it has followed the policy of loaning 
on apartment houses and one and two 


family dwellings. In the period since 
Jan. 1, 1920, the total number of hous- 


74,048 aggregating 
129,941 


ing loans has been 
$485,469,156 to accommodate 
families. 


Security Life to Double Capital 


A meeting of stockholders of the Se- 
curity Life will be held in Chicago Feb. 
1 to vote on the declaring of a 100 per- 
cent stock dividend. The age age capital 
is $250,000. This will give it $500,000 
capital, and surplus of about $250,000. 

The company has been making marked 
progress under the leadership of Presi- 
dent O. W. Johnson and has developed 
its business on a very satisfactory and 


profitable basis. Its stock has been on 
a 10 percent dividend basis for some 
time. 


National L. & A. Contest 


A contest for the production of or- 
dinary insurance among managers of the 
National Life & Accident is forecast by 
a challenge issued by H. F. Austin, man- 
ager of New Orleans No. 2. Mr. Aus- 
tin proposed that the contest extend over 
the first quarter in 192 Many have 
telegraphed their acceptance of the chal- 
lenge among them being C. S. Thomas, 
New Orleans, No. 1; M. I. Criswell, 
Harrisburg; G. T. Wingate, Texarkana: 
and J. C. Dance, Baton Rouge. 
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WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man, It’s in your mind. 

If the answer does not satisfy, it will pay yeu 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $68,000,000 in 
assets and over $330,000,000 insurance in force. 

More than 36,000 direct leads @ year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
i i ee 





General Agents 
Wanted 


An Eastern Company writ- 
ing Life insurance at low 
guaranteed rates, and per- 
sonal Accident and Health 
insurance, plans to estab- 
lish several offices in Ohio 
-arly next year. A splendid 
opportunity for a few good 
men. Write for details. Ad- 
dress U28, care The Na- 
tional Underwriter, Chi- 
cago. 








Desires Change of Location 


satisfactory record and 
experience, large personal writer, desires 
agency in Detroit after February Ist. State 
exact nature of contract and all other neces- 


sary details fully. 
The Indicator 


ddress: Box L, 
411 Stevens Building, Detroit, Mich. 


General agent with 








WANTED 
Group Insurance Manager. 
ful, experienced, Unusual 
tunity. Give all details. 

Address U-32 
Care of The National Underwriter. 


Success- 
oppor- 








AGENTS WANTED 


Eastern Company 

Michigan for 

Write to 

521 Free Press Bldg. 
Detroit 


Best life agents. 


contract in 
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| “THE APPROACH” . 
| 3 ; , See aS If you are seeking a General Agency connection you will, no doubt, be interested in a contract with a 
! AY z ~S 5 Company which combines the advantages of SERVICE TO POLICYHOLDERS and PROFITS TO 
FIELD VEN; one offering PARTICIPATING and NON-PARTICIPATING POLICIES to the Public 


+ < 


1} RW ‘LA and a FULLY PARTICIPATING CONTRACT to its Agents. One in which the circle of mutuality is 
| Wy $e SS extended to INCLUDE THE PRODUCER. 
\ “cS “THE PRESENTATION” 
The Central Life offers a wide range of policies, including Child's Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 


SERVICE TO POLICYHOLDERS 
Dividend factors: Mortality 1924-1925, 0%. 


Interest earned, 5.8%. 

Ratio assets to liabilities, $1.12, 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are paid up—retro-active as to old policies. 
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tf ERVICE TO AGENCY ORGANIZATIO 
Practical cooperation from the Home Office, through proven methods; a free educational course to agents 
and comprehensive organization plans for General Agent. 
August record: 49% increase in new business over corresponding month of last year. 
< “TH E” 
= In common with many other conservatively progressive companies, the Central Life offers a salable serv- 
ity ice to policyholders—a clean record, a wide range Of policies and excellent dividend factors. It also 
=e offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
= 7 care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 
ae) = = 2 = and still operate UPON A PARTICIPATING BASIS. —= 
aan = hia: General Agency opportunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- —= 
5 te tana, Colorado, Utah and Florida. 
7 | 3 as W. H. HINEBAUGH, Pres. W. ROLLA WILSON, S. B. BRADFORD, Secy. 
< Vice-President & Agency Director 
y you | 
riting 
n, the 


is CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 




















“ATLANTIC ADVANTAGES” Central States Life 


Is the title of an interesting booklet recently published Insurance Company 


by this Company. 


h 
Forty distinct advantages available to representa- ST. LOUIS, MO. 


tives of this Company are listed in this booklet. Each 


0 
one of these features is a vauente “tool” in the very com- Agency Openings in 
plete kit with which Atlantic Life salesmen work. 
‘ Anyone interested in making a real general agency A RKANSAS MISSOU RI 
- connection for territory in either of the states listed be- CA LIFORNIA M( INTANA 
low, should study this booklet. CU \LORADO NEBRASKA 
; _ FLORIDA NEW MEXICO 
= Minnesota Michigan IDAHO OKLAHOMA 
é Texas West Virginia ILLINOIS SOUTH DAKOTA 
4 oe KANSAS TEXAS 
es- Our general agency proposition, Home Office as- MINNESOTA UTAH 
sistance and the protection and service we offer the in- WYOMING 
— suring public combine to make an Atlantic Life contract ; 
o-< . 
a very valuable franchise. GC 
7 “Honestly It’s The Best Policy” AE Ages up to C5 


Participating and Non-Participating 
. Standard and Sub-Standard 
— ATLANTIC LIFE INSURANCE CO. Disability and Double Indemnity 


RICHMOND, VIRGINIA Assets: $7,000,000 
te. INSURANCE IN FORCE MORE THAN $132,000,000 INSURANCE IN Force: $70,000,000 
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haw popular demand for a more complete, 
adequate, convenient and efficient system 
of merchandising is responsible for the prodig- 
ious growth of the department store idea. 


It is the same insistent demand for greater 
diversity,adequacy, convenience and flexibility 
which has been responsible for the immediate 
public favor which Perfect Protection has met. 


Day by day, public appreciation of Perfect 
Protection is bringing thousands of enthusi- 
astic policy-holders to Reliance Life. 


Analyze the inherent qualities of this preem- 
inent service shown in the illustration. You'll 
soon recognize the bedrock foundation on 
which Perfect Protection popularity is based. 


If you are interested in Perfect Protection from the 
standpoint of increasing your own success and pros- 
perity, write today for our booklet, “Selling Perfect 
Protection” which briefly explains how this excep- 
tional service increases the life insurance production 


of the Perfect Protection Men fully 40%. 


IRELIANCE LIFE 


RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 


Farmers Bank Building, Pittsburgh, Penna. 








Modern, Adequate 


Insurance Service 











Accident 


$50.00 every week, payable 
for one day or for LIFE 
if disabled by any ac- 
cident. 


Sickness 


50.00 every week, payable 
for one day or for fifty- 
two weeks if disabled 
by any sickness. 


Total Permanent Disability 
by Accident 


3,200.00 every year for LIFE 
if totally and per- 
manently disabled by 
accident. No further 
premiums to pay and 
no deductions from the 
face of the life policy 
to off-set indemnity so 
paid. 


Total Permanent Disability 
by Sickness 


3,200.00 for one year if totally 
and permanently dis- 
abled by sickness and 
$600.00 each year 
thereafter. No further 
premiums to pay and 
no deductions from the 
face of the life policy 
to off-set indemnity so 
paid. 


Old Age 


5,000.00 cash to you at age 65, 
or 


Natural Death 


5,000.00 cash or a substantial 
monthly income to 
your family should you 
not survive the age 
of 65. 


Death by Accident 


15,000.00 cash or $10,000.00 cash 
AND a monthly in- 
come to your family 
should death result 
from accident. 
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